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MAY DROP NEW JERSBY 


PSUPERVISION NOW BUT NOMINAL. 


"Underwriters Association of the Middle 
Department Considering Curtail- 
ment of Territory. 


For the past two years, or ever since 
the famous decision of the court in the 
Newark Fire Insurance Exchange case, 
W declaring rate making in New Jersey in 
Fyiolation of the law, control over the 
" State by the Underwriters Association 
"of the Middle Department has been 

purely nominal, and there is talk now 
» of eliminating the field altogether from 
Hthat supervised by the organization. 


"The matter will doubtless come up for | 


: gonsideration at the next regular meet- 


ing of the Middle Department associa- 


ia tion. 


New Jersey in so far as tariffs were 
goncerned, and confine its authority to 


“the adoption and enforcement of rules | 


Nlooking to the improvement of fire haz- 
Wards, the fear was expressed in various 
"quarters that, all restraint removed, cer- 
‘tain companies would resort to prac- 
Ptices for securing business that would 
Ptend to demoralization. Fortunately, no 
"such result has come about, for, while 
Where and there instances have been re- 
"ported of departing from sound under- 
writing practices, on the whole a broad 
"view has been taken of the situation, 
Hand head office men and local agents 
Salike have adhered to orthodox meth- 
'ods, to their mutual profit. 





LO, THE POOR AGENT! 


| Topeka Tried to Collect Annual Occu- 
pation Tax of $100—Companies 
Pay $50. 


| The Topeka, Kan., Common Council 
"slipped through an ordinance the other 

y imposing an occupational tax of 

00 on local fire insurance agents, but 
‘the noise that followed caused the am- 
Ditious councilmen to withdraw the 
Measure. The smaller agents claimed 
what it was nothing but a low down 
rick on the part of the big fellows to 
freeze them out. The ordinance here- 
Mofore in force has imposed a tax of 
25 a year on agent writing fire and 

e insurance and $20 on casualty 
Magents. A substitute measure was 
Mdopted by the council taxing the fire 
Mompanies $50 a year. As the com- 
Ppanies have lost money in Topeka for 
Meveral years past, they regard the tax 


9 


pas an imposition. 





General Fire in Oregon. 


> The General Fire of France has now 
Bained admission to the State of Oregon. 
Dooly & Co., of Portland, have been ap- 
Pointed general agents for both Oregon 
nd Washington, the Company being al- 
Teady admitted in the latter State. 


DIRECTORY OF DEPARTMENTS 


ife Insurance. . . 
ditorial 
e Insurance 
pualty & Surety............ 16 





When the governing organization was | 
) forced to relinquish all authority over 





Assets, January Ist, 1911 
Liabilities (including capital) 
Reserve as a Conflagration surplus 





| Net Surplus over all liabilities and reserves.... 
SURPLUS AS REGARDS POLICYHOL DERS, $16,829,613. 


New York and Boston, Thursday, August 10, 1911. 


Organized 1853 


THE HOME 


Insurance # Company 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


$30,178,913 
16,349,300 
1,500,000 
12,329,613 


Insures against loss ot real and personal property, rental income, 


use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 


Inland Transportation Risks 





| North British 


Established 1809 


Entered United States 
1866 


and Mercantile 


Insurance Co. 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 














XCELLENT OPPORTUNITY 
secure with Eastern Company, Gen- 
eral Agency at Cincinnati, Ohio. 
Office with volume of Business in Force. 
Only producers need apply. 
first letter. All correspondence confidential 
Address ‘‘ GENERAL 

care The Eastern Underwriter 


105 William Street, New York 


to 
Branch 
Give record in 


Acency ”’ 
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$3.00 a Year; 15c. per Copy 


STATE LIFE INSURANGE 


THE WISCONSIN EXPERIMENT. 
Expense of Conducting Business to be 
Levied Upon People as a Whole— 
Need for Direct Solicitors. 


The plan of 


cently 
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able themselves to bear the cost. The 
uninsurable classes will certainly be 
warranted in objecting to a system 
which taxes them, not for their own or 
the public’s benefit, but for the benefit 
of private individuals. There are thou- 
sands of other citizens of Wisconsin, 
who are already carrying all the life in- 
surance they are able to carry, who will 
be equally justified in objecting to being 
taxed to pay the expenses of a life in- 
surance system of which they are un- 
able to avail themselves. It is not un- 
likely that this feature of the law 
will have to be changed, requiring the 
policyholders to bear all expenses, in 
which case the State cannot possibly 
furnish protection at a lower rate than 
it is now furnished by mutual com- 
panies, 

In answer to the second question, it 
has been demonstrated by the experi- 
ence of forty years, that life insurance, 
no matter what the cost, can be written 
in appreciable volume only through the 
solicitation of life insurance agents. No 
system of State life insurance, unless 
compulsory as in Germany, has met 
with even a modicum of success, except 
that of New Zealand, where business is 
secured by means of solicitors the same 
as in private companies and at equally 
great expense. The Wisconsin law pro- 
vides that the clerk and treasurer of 
every county, town, city and village in 
the State, as well as every Siate bank, 
shall be authorized agents of the State 
in securing applications. The compen- 
sation allowed, however, is only nom- 
inal, barely sufficient to reimburse such 
persons for the simple filling out of the 
applications. For securing and trans- 
mitting an application for insurance, or 
for collecting and transmitting the pre- 
mium, the official is entitled to 25 cents 
for each application, and a fee of 1 per 





cent. on the amount of the premium. 
It is not likely that the agents of the 
companies will find serious competition 
on the part of these local officials. On 
the contrary, when the opportunity 
irises to write application for the 
State, they are more than likely to 
divert the business to the companies 
ind jus secure an adequate commlis- 
ior It m ers little what the cost 
of life insurance may be, if the State 
of Wisconsin 


is going into the business 
will have to.go into 


to get business, it 
+ i The people, 


ness principles. 


on vpusi 


no matter how fully they may intend 
to carry life insurance, will not act in 
the matter nor make application except 
upon the persistent solicitation of the 
life insurance agent. 





LEAVES FIELD WORK. 





E. O. Sutton Resigns Long-Time Agency 
Connection With Mass. Mutual Life 
to Join Mercantile House. 





After many years of successful field 
experience Edward O. Sutton of Sutton, 
Allis and Richards, home office general 
agents of the Massachusetts Mutual 
Life, of Springfield, Mass., has retired 
from the business, to become identified 
with the prominent Knox Automobile 
Company of his home city. 

In severing relations with the insur- 
ance company Mr. Sutton expressed his 
high appreciation of its management, 
attributing the success he had attained 
in life insurance work in large part to 
the “fair, prompt and capable handling 
given all questions” submitted to the 
home office staff. 

Acknowledging the resignation, Presi- 
dent McClench of the Mass. Mutual 
Life, “accepted it with great regret,” 


and in closing frankly stated to Mr. 
that he was sure “the same 


Sutton 
ity and capacity you have demon- 
ted in our service will bring their 











I 
inevitable results in any line of busi- 

ness in which you may engage.” 
H. J. C. Hirschmann has been given 
the N Dakota general agency of 
e Pacifi fe of Los Angeles, 
Cal. Last year Mr. Hirschmann’s agency 
luced f the company he was then 
yver $500,000, $340,000 “of 

whic] is his personal writing.” 


PASSING OF “THE TWISTER.” | 


One After Another the States Are Leg- 
islating Against This Pest of the 
Life Insurance Field. 





Rhode Island has fallen into line and 
decreed that any life insurance com- 
pany or any agent of a life insurance 
company who misrepresents the policy 
of another company for the purpose of 
inducing a person to abandon insur- 
ance in the company attached shall be 
liable to a fine of from $100 to $500 and 
forfeiture of license. 

Ohio, Oklahoma, and several other 








States have already enacted laws di-| 


rected at the baleful activity of “the 
twister,” and in many other States the 
egitation against this pestiferous mem- 
ber of society is becoming so vigorous 
that the passing of laws to hold him 
in check is the matter of but a short 
time. 

The time is coming, and not so far 
distant either, when a life insurance 
agent will no more dare misrepresent 
a man’s life insurance policy than he 
would pick his pocket. And quite 
properly. 
more despicable and decidedly 
harmful to society at large than 
pickpocket. The pickpocket matches 
his wit against yours—his dexterity 
against your caution; while the “twist- 
er,” in the guise of a friend and bene- 


the 


If anything the “twister” 1» | 
more | 


factor, persuades you to relinquish that | 


which represents a great deal more of 


your hard-earned cash than your pock- | 


etbook is likely to contain. 

There is a chance that the police may 
apprehend the fellow who “swipes” 
your wallet—but the chances are all 
against your discovering the harm the 
“twister” has done you until it is too 
late to reinstate the abandoned policy. 

Here’s a thing to remember. No 
reputable agent of a reputable old line 
company ever attempts to induce the 
holder of a policy in a rival reputable 
company to lapse that policy. If some 
agent approaches you and starts knock- 
ing your policy and the company that 
issued it, holler ‘‘police’—that tell 
him you'll consider his arguments and 
take the matter up with the home office 
of the company in which you are in- 
sured—and to really “spike his guns” 
say you think you'll write the commis- 
sioner of insurance in your State about 
the matter. 

Unless he’s an extraordinary 
fellow, he won’t bother you again. 


is, 


bold 


If you bought a house and a real 
estate man came along and said he 
didn’t admire your purchase, you 
wouldn’t pay much attention to him, 
would you? 

Well, bear in mind that the life 


insurance agent who doesn’t like your 
present policy has one he wants to sell 
you—and it means a commission for 
him! 

Before you follow the interested 
advice of any life insurance agent write 
your home office and the Commissioner 
of Life Insurance. They'll tell you 
what’s what.—Michigan State Life 
“Enthusiast.” 





| 
Thirty-Three Per Cent. Gain. | 

During the first half of 1911 the 
Great Southern Life of Houston Texas 
secured $4,048,000 new business which 
was in excess of a million dollars 
more than the amount written for the 
first six months of 1910, or a gain of 
33 per cent. 

On June 30, 1911, the company had| 
insurance in force amounting to $7,- 
845,000, and its admitted assets were 
$1,042,000. 

The twenty leading producers for 
June were as follows: J. C. Mow, W. 
B. Stewart, H. H. Rondeau, *J. W. Mc- 
Cracken, R. P. Warwick, C. P. Brice, 
W. B. Colbert, A. C. Crawford, W. T. 
Swanson, J. F. Wellington, W. M. Ab- 
bey, F. J. Illig. J. P. Hall, R. J. Saun- 
ders, S. G. Tarkington, G. G. Maurer, 
M. G. Hodnette, C. M. Hamner, C. N. 


Ellis, A. P. Brink. | 





INTELLIGENT SALESMANSHIP 


The average prospect “has no time for ratios and | 
literature. 











The report of the New York Insurance Depart- 
ment contains the net cost schedule for twenty years 
of all Companies. 


We have this information in pamphlet form. 


See where the UNION CENTRAL stands. 


L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 


NINE MILLION DOLLARS 
Deposited With The State of Indiana 
For The Sole Protection of Policyholders 


OUR COMPLETE PROTECTION POLICY 


Protects against Natural Death, Doubles the Payment in the 
event of Accidental Death. Provides for Suspension of Pre- 
miums without Forfeiture in the event of Total Disability 


THE MOST DESIRABLE POLICY FOR ALL AGES 


Address CHARLES F. COFFIN, 
2nd Vice President 
1231 State Life Building 














Good Territory and 
Remunerative Contracts 
for Men Who Can “Do Things”’ 














T h e N or t h wes t ern I ey ty “The Northoct 


new business during the past five years. 
IMPORTANT FACTS eiati 
Mutual Life Insurance Co. he following per- 


business are shown by the following per- 


centages: 1 
ortali Interes 
of Milwaukee 1908 Frew Matalty ote 
GEO. C. MARKHAM, President 1907 11.81 58 4.76 
A. 8S. HATHAWAY, Secretary 1908 10.76 59 4.84 
New Business Paid-For ca ry . Mey 





It is capable of easy demonstration that 


1906 + - - $93,563,452 J 
The N 
1907 - - - 102,283,634 ingure fav = he Sas — to 
ee Lhe Northwestern’s new (1910) poli 

me - * * contract with its Dividend Options, Paid-up 
1909 - - + 113,716,188 and Endowment Options, Options of Settle- 
1910 - - + 119,229,283 — rag ie oy iene features. 

; ssues Partnership an i ‘ 
Each year larger than any in the aqganen. ; P : Corporation In 
previous history of the Company. ada s ther information or an Agency, 


H. F. NORRIS, 
Superintendent of Agencies. 


Cc aR 4 


1858. 


























FIRST IN BENEFITS TO POLICYHOLDERS 


MAXIMUM 
DIVIDENDS 





MINIMUM 
NET COST 


THE MUTUAL LIFE 


Insurance Company of New York 





PAID POLICYHOLDERS IN 1910 
$56,751,062.28 
APPORTIONED FOR DIVIDENDS IN 1911 
$13,539,333.07 





For terms to producing agents, address: 
GEORGE T. DEXTER 
2nd Vice President 


New York, N. Y. 







34 Nassau Street 
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POSTAL LIFB’S METHODS 


OIVIDEND-PAYING 





MADE_ EASY. 





Practice Adopted by Company in Deal- 
ing With Policyholders—How 
Figuring is Done. 








In our issue of June 1 we discussed | 
the dividend methods of the Postal Life | 
and its claim that, by reason of employ- | 
ing no agents, it was able to furnish | 
life insurance at a net cost far below 
that of any other company. This claim 
we proved to be untrue by comparing | 
the net cost of its policies with the net 
cost of similar policies in several other 
companies. Best’s Life Insurance News | 
now publishes a schedule of dividends 
which the Postal Life claims to be pay- 
ing in 1911. These dividends indicate 
that the company is “making good” in 
the current year as to its policies se | 
cured by correspondence and a¢vertis- | 
ing in 1910, for it is apparent that the’ 
net cost at the end of the first year is 
less than any other company can show. 
In fact, if their dividends, as reported, 
are correct, the net cost (except in the 

case of the 15-payment life, which seems 
to have been discriminated against) is 
materially less than the net 3% per 
cent. premium. In the following table 
the dividends and net costs of 1910 are 
compared with corresponding figures 
for 1911: 





AGENCY 


Part I.—Agency Arguments. | 
Insurance for Bachelors, Men of Means, | 
Debtors and Creditors, Partners, Women 
and others, 
*Objections to Life Insurance. 
How Much Insurance Should a Man Have. 
Insurance on Life of Another. 
Collective Insurance. | 
Annuities. 


PRICE $1.00. 





ARGUMENTS 


AND 


PRINCIPLES OF LIFE INSURANCE 
By HENRY MOIR 
Table of Contents Includes The Following: 


Valuable Work for General Agents and Solicitors. 


Address ‘“THE EASTERN UNDERWRITER,” 105 William St., New York City 


Part II.—Principles of Life Insurance. 


Mortality Tables. 

Premiums for Li nak Forms. 

Cost and og tee 

Sub-standard ihe and Hazardous Occupa- 


tions. 
Methods of Treating Sub-standard Risks. 
Reserves and What They Stand For. 
Surrender Options. 
Dividends (Bonuses) and Their Sources. 
Supervision. 
pes ae Statements. 
Definitiqns © of Words. 





Special Prices for Quantities. 








insured business, constituting more than 
nine-tenths of the Company’s insurance 
in force, get no direct benefit from this 
expenditure. It inures to the benefit of 
those policies only that are secured by 
“advertising and circularizing,” all other 
business receiving dividends, if any at 
all, by an entirely different scale. That 
being the case, this expense should be 
charged up to the company’s regular 
policies—those secured in the regular 














-1910- —~ le ins = 

Kind of Policy. Prem.. Div. Net Cost. Prem. Div. Net Cost. 
edinagy Mees vieadveteasencan $27.40 $4.38 $23.02 27.40 $7.53 $19.87 
oe I A asks wid sh eae 43.71 3.50 40.21 43.71 8.52 35.19 
SPA SURI Se ws 30: dnaréensee 36.66 4.40 32.26 36.66 10.08 26.58 
20-ye LF GOO, onc ine ecdes 50.64 4.05 46.59 50.64 10.89 39.75 


The Senegambian in the Woodpile. 

The question arises, how is it done? 
Here are a few facts which may enable 
the reader to locate the colored gentle- 
man: 

The above dividends are those paid 
on policies secured by advertising and 
correspondence only. More than nine- 
tenths of the Company’s business, how- 
ever, has been secured by the reinsur- 
ance of other concerns. All reinsured 
policies receive much smaller dividends 
—merely nominal or none at all. There 
are not many policies of the other kind. 
The New York Insurance Department 
has shown that from September, 1908, 
until August 26, 1909, a period of eleven 
months, the company did not write a 
single policy through its regular method 
of “advertising and circularizing.” How 
many original policies it secured before 
and since by this method we are not in- 
formed, but it is easily demonstrable 
that the number is very limited. It 
would not require much gold to fill a 
hen’s teeth, and it would take “precious 
little’ gold to pay the above dividends 
on the few policies of original issue 
which the company has upon its books. 

Provident Savings Pays the Fiddier. 

The Company expends large amounts 
in “advertising and cireularizing.” The 
Provident Savings policies and other re- 





way, by advertising, since they alone 
get the benefit of it. As a matter of 
fact, it is charged to the business as 
a whole, so that more than nine-tenths 
of it is borne by the Provident Savings 
and other reinsured policyholders. 

It is a great scheme, get your busi- 
ness by advertising and save agents’ 
commissions. You will not get much 
business but you will get some. The 
advertising will cost a lot—many times 
the new premiums received; but you 
have only to reinsure a few decadent 
companies and saddle upon them the 
cost of your advertising campaign, as 
is done by the Postal Life, and you 
can pay dividends beyond all prece- 
dent on the few policies secured by 
means of that advertising. 

It May Not Work Long. 

It is a great scheme, but don’t de- 
pend upon it too confidently. The New 
York Insurance Department may hold 
that the business secured by advertis- 
ing must pay for that advertising and 
be content with such dividends as may 
be earned on that basis. This is the 
only fair and honest method. If the 
reinsured companies are to be treated 
as separate companies, each being 
charged with its own mortality and the 
expenses incurred on its own account 
and receiving dividends according to a 


WITH PITTSBURGH L. & T. 





John B. Sells Appointed Supervisor of 
Agents for Company—Headquar- 
ters at Chicago. 





J. B. Sells of Chicago, one of the 
best known life insurance men in the 
Western field, has been appointed su- 
pervisor of agents for the Pittsburgh 
Life in Illinois and will make his head- 
quarters at Chicago. 

Mr. Sells resigned this Spring as vice- 
president of the Security Life & Annuity 
of Chicago, with which company he 
was connected for a long time. He was 
very successful as general agent for the 
Columbian National Life at Indianapolis 
before going with the Security. 

The Pittsburgh Life has about two 
millions of business in force in Illinois 
and a large volume of renewals from 
the Washington Life which it absorbed 
some years ago. President Baldwin is 
desirous of building up a good agency 
plant in the Middle West and will 
actively push business in that territory 
from now on. Mr. Seiis began work 
this week for the Pittsburgh. 





Zeno M. Host. 





Zeno M. Host, who has been one of 
the Agency Superintendents of the 
Federal Life Insurance Company for 
about a year, has resigned to become 
General Agent for the Company for 
Northern IHinois. He will have his 
headquarters at the Home Office of the 
Company and is confident that he will 
be able to develop rapidly and to a 
high degree of efficiency the territory 
placed under his control. 


scale adapted to its own circumstances, 
then the business secured by advertis- 
ing should bear the cost of that ad- 
vertising and circularizing. 


‘MUTUAL LFR’S GREAT RECORD 


| NEARLY A BILLION TO POLICY’RS. 








Accumulations Over Half a Billion— 
Aggregate $162,000,000 More Than 
Total Receipts. 





It’s a great old record that of the 
Mutual Life of New York. The report 


| for the first month’s business was dated 


March 1, 1843, and showed that 94 pol- 
icies were written for a total insurance 
of $394,000. Strange as it may seem, 
the first policy was on the life of a 
woman. 

The premiums for the month amount- 
ed to $7,500.97, of which $7,000 was im- 
mediately invested, $5.03 kept in cash 
in the office and the balance placed on 
deposit in the bank. When the first 
death claim was presented, the money 
with which to pay it was borrowed. 

Surely that was a small beginning, 
but the “little acorn” grew into a 
gigantic oak, the branches of which 
have become world wide in area cover- 
ed. Its benefits have been felt in near- 
ly every country, the enormous sum of 
$984,166,939.85 having been paid to pol- 
icyholders. 

In addition thereto, the Company has 
accumulated for the protection of its out- 
standing policyholders $572,859,062.98, 
the total of the two items being $1,521 
026,002.83. 

Since organization the Company ha 
received from policyholders a total of 
$1,358,614,068.64. It will thus be seen 
that the Mutual Life has returned to 
policyholders and accumulated for their 
benefit more than $162,000,000 in ex 
cess of all that has been received fro 
them. 

Since organization the Company ha 
paid in dividends to policyholders the 
enormous sum of $154,179,271. 

What a record this is to place along 
side of the record of many fraternal and 
assessment institutions which, aft ra 
career of a quarter of a century or 0V 
are able to return their certificate hold- 
ers only uncertainty or failure! 

A recent examination of a large fra 
ternal by one of the leading Stat 
shows that it is over one hundred mil- 
lion dollars short in reserve holdings 
sufficient to carry out the contracts en- 
tered into with its certificate holder 

Surely such insurance (?) cannot be 
compared with that furnished by the 
Mutual Life. 
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We want life 





JOHN F. DRYDEN, President 


HELP WANTED AND HELP GIVEN 


insurance salesmen. 
staff to success in a number of valuable ways. 





Write us about an agency 





THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Incorporated as a Stock Company by the State of New Jersey 


We help our 


Home Office, NEWARK, N. J. 
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SHOWING. THE AGENTS HOW 


WHY N. Y. LIFE HAS COUNSELORS. 








Harold Pierce of Philadelphia a Great 
Analyst—Scientific Not Senti- 
mental Argument. 





The recent appointment by the New 
York Life of Harold Pierce and J. J. 
Parker as agents’ counselors, was Te- 
ceived with intense interest by life in- 
surance agents generally. As a possible 
field of activity for some of the leaders 
in the business, who, by reason of their 
records, might aspire to honorary ad- 
visory positions among the agents, the 
counselorships held peculiar attractions. 
But it was in connection with the actual 
work of assisting the field force that the 
creation of these positions held their 
chief interest. Men who, year after 
year, wrote more than a million of busi- 
ness, must certainly know how it is 
done. It is no accident; and every life 
insurance agent would like to have the 
privilege of asking one of these men 
how to go and do likewise. 


Capitalizing Experience. 


Harold Pierce has represented the 
New York Life for more than tweaty- 
five years and all of that time in Phila- 
déiphia. There is much about his per- 
sonality and methods that go to explain 
his success and although the ways of 
successful life insurance salesmea are 
as different as the men themselves, 
there are believed to be certain funda- 
mental essentials that are common to 
all big writers. It is with the idea that 
these things can be taught; can be con- 
veyed to others, that inspired Vice- 
President Thomas A. Buckner to ap- 
point the agents’ counselors. The ex- 
perience of these men acquired through 
many years’ service with the same 
company, made them, in a sense, repre- 
sentatives of the highest type of life in- 
surance salesman from the standpoint 
of the company; they stood for the New 
York Life idea. 

Harold Pierce is,a mild mannered 
man, in middle life, with hair and black 
beard touched with gray. He speaks 
slowly, evenly, with a voice of good tim- 
bre. One might mistake him for a pro- 
fessional man, but he has the directness 
and decision of a man of business. He 
is reticent and can’t be inveigled into 
talking about Harold Pierce On tht 


subject of his success, his brain is ster- 
ile and refuses to shoot any little ideas 
which might be developed into a trunk 


and branches, so that every life insur- 





ance agent might hang his hat thereon 

An associate of Mr. Pierce’s, when asked 

what it was that made it pantie for 

the latter to write more than $2,000,000 
t vear, said: 


Pierce Analyzes Cases. 


| the first place, there is nothing 


eit he spectacular or remarkable about 

\J | ; ! The results are big, 

his method is just what you would 

pect in thoroughly systematic busi- 

na uit for large volume. Chance 

i ness. has no place it is work. He 

takes a particular case, analyzes it, just 

‘ t in ther line would do, 

nd lays the result be f is prospect 

complet letail, that it clinches 

siness judgment Mind you, Mr. 

Pierce has ever sold an nan insur- 

e who had no use for it His skill is 

his ability to demonstrate the value 

of life i “ance protection under given 

onditions. Next cor iis reputation 

rofe ial expert to be consulted 

0 ( t ir i He 

a follow l ¢ ee that is 

ect oO oO tne class of 

vO f i l< 1 Philadelphia 
! t t f ) { to he 

r " ¢ Hful analy oO 

z r mstances to demonstrate the 

need of life insurance protection. That's 

Pie f trong point.” 


System to be Limited. 
The New York Life now has three 
gents’ counselors, Morris Weil of Chi 
cago, Harold Pierce of Philadelphia aad 





J. J. Parker of Cloves These men 
will continue their work in those cities 
as heretofore in addition to their new 
duties. The idea is that men in that 
territory, may submit to the agents’ 
counselors any specific case they are 
working on for expert advice and if the 
circumstances warrant it, assistance in 
the actual closing of business. 

There has developed among field men 
some curiosity as to how far the sys- 
tem of agents’ counselors may be ex- 
tended. Some figured, logically e1ough, 
that other sectious of the country would 
have their agents’ counselors also, but 
it seems to be the opinion at the home 
office of the New York Life that these 
berths are to be very few indeed. The 
present appoiatments are regarded as 
about all that can be expected for some 
time to come. Either the proper ma- 
terial is very scarce, or the appoint- 
ments are merely experimental. 





Course of Lectures by F. A. Wesley. 





Ail young men interested in the ques- 
tions involved in salesmanship should 
be likewise interested in the course to 
be given this Fall and Winter under the 
auspices of the Central Y. M. C. A. of 
this city, by Frank A. Wesley, vice- 
president and director of agencies of the 
Standard Life Insurance Company. Mr. 
Wesley is well qualified to give a very 
instructive, as well as interesting, series 
of lectures on the various questions in- 
volved by the subject of salesmanship, 
as he has been closely associated with 
the sales end of the life insurance busi- 
ness for practically his entire business 
life. Before coming to Pittsburg to as- 
sociate with the Standard Life, Mr. 
Wesley was in charge of the agency 
department of the Columbian National 
Life of Boston. The sale of life insur- 
ance involves about all the questions 
that can possibly come up in the sale of 
any commodity.—“Insurance World.” 
Majestic Life Makes Excellent Gains. 

The Majestic ‘Life “Assurance Com- 
pany of Indianapolis, Indiana, shows 
splendid progress in its statement for 
the first six months of the year; the 
total new insurance written aggregat- 
ing over $1,000,000, which is an in- 
crease of over $400,000 for the corres- 
ponding period of last year. The as- 
sets of the Company for the same 
period show an increase of approxi- 
mately $18,000 while the net surplus to 
policyholders is increased $7,200 over 
their statement of January first, this 
year. The management is very much 
gratified with the decided improvement 
of the class of business written, the 
new issue showing no Term insurance, 
practically all the business showing a 
tendency toward Twenty-Pay Life 
policy. The company is now writing 
business in three States and expects 
to enter one or two additional States 
before the end of the year. F. W. Kil- 
len, president of the company, is or- 
ganizing and developing the territory 
and securing some valuable additions 
to the company’s agency force and ex- 
pects to show an increase of over $2,- 
000,000 of paid-for insurance this year. 


All Shout Together. 





Once upon a time all the inhabitants 
of the earth agreed that on a certain 
day, at a certain hour, minute, and 
econd, they would unite in one tre- 
mendous shout to see what the effect 
would be. The time was waited for 
with a great deal of interest and ex- 
pectation, but it came and went, and 
not a whisper was heard. Every man 
kept silent in order to hear the shout- 


ing of his neighbors. In the matter of 
1 Red Letter Month,” let us all 
ut together. If every man depends 
1 his neighbor, nothing will be done. 


We want every man who carries a 
Royal Union rate book to send in at 
least one application during this month. 
there is no reason why we should not 
beat the figures of every previous ‘“‘Red 
Letter Month.”—Eastern Dept. Bulletin 
of the Roya] Union Mutual Life, 








COMPANT 


Fifth Floor, Tava Building, ‘iii 
The ONLY Life Insurance Company operating through 
BANKS OF DEPOSIT which prepares the 
field for you—MR. AGENT 
WHY don’t you write the Company AT ONCE? 


Incorporated as a aes Co : pany by the State of Illinois 











HARTFORD 


Is out after Business and Wants 
Ask About Its 
i It Will Be Worth 


WE HAVE THE 
BEST SELLERS 


CHARTERED 
Paid Beneficiaries Over 


$37,000,000 


HARTFORD, CONN. 








MICHIGAN 


STATE LIFE 


DETROIT 


FREDERIC APPS, Presiden 
A LIBERAL SALARY 


and First Year Commission and a 


Continuous Renewal Commission 


To TWO PERSONAL 
PRODUCERS 
IN 


OHIO or INDIANA 


ADDRESS: 


Howard C. Wade, Sup’t of Agents 











Michi ran and nat Monty 
& i 


The Minnesota Mutual Life Insurance Company 


Organized in 1880 


ST. PAUL, MINN. 


This Company has entered upon a period of expansion and has 
exce ptional opportunities for a number of good men in Minnesota, 


Nebraska, Missouri, Illinois, 


Do it now. 


E. W. RANDALL, President 








The Bankers Life Association of Des Moines 


‘A Mutu: ul Ass« elation of Preferred Risks. Exceptional Record for 31 years for 


Prompt Payment of Claims, Feonomy of Mar 
anagement, 
xe curity of its ew = ed Satisfactory Results for its Policy Holders. 7 


Gross Assets January 1, 1911 


ERNEST E. CLARK, President 
. BOOTH, General Agent, 


- += $17,299,445.08 


246 Arcade, Cleveland, Ohio 
8. W. MEYERFELD, General Agent, 1328 Broadway, New York City 




















Great Southern Life Insurance Company 


HOUSTON, TEXAS 


Insurance written first year over 


‘SIX MILLION DOLLARS 


New Insurance Written During 1911 
January . $627,400 
February . 600,406 
March ‘ 655,585 

TH April . 1,135,150 $3,018,535 


ADMITTED ASSETS 


$1,038,051.16 


We want good men to represent a good 
Company. Address 


O. S. CARLTON, Vice President 
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DECADENCE OF ASSESSMENTISM 


REORGANIZATION ONLY HOPE. 
withdrawal of Young Members Causes 
Abandonment of Clerical Life 
Jnsurance Association. 








It is generally agreed that the 
assessment institutions which even feel 
“sure of their footing” at the present 
time are remarkably few, the one 
viewed With the most favor being the 
Bankers Life Association of Des Moines. 
For the past few years rumors have 
been prevalent to the effect that the 
Association contemplated a reorgania- 
tion to the legal reserve basis, and 
recently investigation was made to 
ascertain what the requirements for 
bringing this about would be. 

It is doubtful if there ever has been 
in the history of assessment insurance 
an institution managed so economically 
and efficiently as the Bankers Life. Its 
low mortality and expense records have 
been subject to considerable favorable 
comment, even by the opponents of the 
assessment plan of life insuranc>, and 
yet the fact that possible reorganization 
is considered at all shows that the 
plan is likely to become cumbersome 
and unwieldy. 

et ma this Association and the 
combined experience of assessmentism 
oui present a story with remarkably 
few bright spots to comment upon. In 
fact it may be stated without doing 
an injustice to any institution that the 
day of assessmentism is fast disappear- 
ing without any possibility of discover- 
ing a bolster. Speaking of this feature, 
Mutual Interests in its July number 
said: 

Assessment life insurance is rapidly 
becoming a thing of the past. Doubt- 
less the reader understands what is 
meant by “assessment insurance’’—a 
method of collecting monthly or yearly 
assessments sufficient to cover the cur- 
rent cost of protection, and in some 
instances to provide temporarily for the 


accunulatio: of a small emergency 
fund The prescribed rates of assess- 
ment, or the number of assessments, 
may be increased from time to time as 


the rate of mortality increases with 
advancing age. 

The people generally realize that such 
methods are delusive and must result 


ultimately in disappointment and dis- 
aster. So general has the knowledge of 
this fact become that the great fraternal 


insurance orders of the coyntry have 
agreed with the Insurance Commission- 
ers of the various States upon a uniform 


bill to be enacted by the different legis- 
latures, providing for the readjustment 
of fraternal insurance upon a sound 


basis. Within a decade the assessment 
system of insurance will probably have 
disappeared. 

In the meantime, sundry methods of 
furnishing life insurance protection upon 
the assessment plan are still in vogue. 
Numerous railroad, manufacturing and 
business corporations undertake to pro- 
tect their employes by providing a 
death benefit fund to which botu the 
corporation and the employes contrib- 
ute, and which is intended to furnish 
either a death benefit or an income for 
the dependents of the employe after the 
death of the latter. Nearly all churches 
have such organizations for the protec- 
tion of their clergy. The ministers 
usually pay into the fund a stipulated 
sum yearly, and each year the retired 
clergymen or the families of deceased 
clergymen receive from such fund an 
appropriation for their support. In some 
instances a stipulated benefit is pro- 
vided for, the amount to be raised by 
increased assessments if necessary, 
while in other cases such an appropria- 
tion is made as the state of the 
treasury will permit. The plan works 
well for a few years, but at a later date, 
when the old men and the feeble have 
increased in numbers, the cost becomes 
so great that the young men and the 
strong will no longer continue their 





contributions, and the organization 
collapses. This has occurred in cases 
innumerable, and must inevitably occur 
sooner or later in all cases. 

Withdrawal of Young Members Fatal. 

We quote upon this subject from dn 
article which appeared recently in the 
Western Christian Advocate, published | 
by the Methodist Book Concern. 

“At the recent session of the Northern 
New York Conference in Ogdensburg, | 
N, Y., the announcement was made that | 
the Clerical Life Insurance Association 
—a voluntary assessment organization 
of the Conference—would be disbanded. 
The notification was a severe blow to | 
many of the aged ministers. The cus- | 
tomary explanation was made that so | 
many of the younger policyholders had | 
withdrawn, and so few of the younger | 
members could be induced to join, it | 
would be useless to continue it. Many | 
of the pastors who are advanced in | 
years have been paying premiums to. 
the association for a generation in the | 
expectation that they were providing | 
substantial legacies for their families. 
They are now deprived of the protection 
and are too old to seek insurance in | 
other lines. 

“Such breaking up of assessment 
companies is greatly to be sogvetied, | 
but is inevitable, and can be prophesied | 
and anticipated in advance almost to | 
a certainty. Numbers have gone through | 
the same course before, and have come | 
to the same end, in the Church and | 
out of it. There is no reason for ex- | 
pecting that an assessment company in 
the Church should be exempt from the | 
same law which works in fraternal or- 
ganizations outside. When the company 
is first formed the young men join it | 
and the middle aged. The deaths, for 
the first years, are few, and the assess- | 
ments likewise. But soon the deaths | 
occur with increasing rapidity, and the | 
assessments become so frequent that 
younger members drop out and their 
places can not be filled. The rates have 
to be raised and the burden falls griev- 
ously upon those who feel that they 
must stay in, but who are least able 
to stand the financial strain—the old 
members * * *, 

“Every minister ought to have in- 
surance in one or two reliable regular 
companies—endowments preferably, just 
as much as he can possibly carry. Our 
younger ministers owe a duty to them- 
selves and their families.” 














38 Per Cent. Increase. 





Among the thoroughly wide-awake | 
life insurance companies of the Middle | 
West, is the Michigan State Life of | 
Detroit, the management of which has 
been peculiarly fortunate in attaching 
to the service of the Company a su- 
perior class of agents. Month by month 
the writings of the Company show ma- 
terial gains, and the “men behind the 
rate book” are constantly stimulated to | 
renewed effort. During the month of 
June the new business exceeded $350,- 
000, a gain of 38 per cent. over that 
secured during the corresponding period 
of 1910. 


A Handy Manual. 

From Sampson Dawe (501 Shawmut 
Ave., Boston) we have received a copy 
of the 1911-1912 “Unique Manual,” 
which is one of the most attractive 
rublications of useful information to 
men with the rate book. 

A special edition has been prepared 
for agents transacting business in New 
England, New York, New Jersey and 
Pennsylvania, with pages 635 to 856 of 
the regular edition omitted. The ad- 
vantage iS apparent as the solicitor re- 
ceives all the information required, but 
in a more condensed form. 

These books may be obtained by 
applying to the publisher. 





Attractive and valuable health bulle- 
tins are being issued by The Prudential 
to its policyholders. Bulletins 1 and 2 
before us are concise and to the point, 
easy to understand by the parent or 
schoo] child. 








WHY NOT 


—B— 


Mutual Life Insurance Company 
OF BOSTON, MASS.? 


WHY NOT 
THE 18 PAYMENT LIFE? 


WHY NOT 
THIS AGENCY? 


IT DOES THINGS—TRY US 








WILLIAM N. COMPTON, Genera! Agent 
Telephone 6030—6031 Cortland 220 BROADWAY, NEW YORK CITY 








THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


HOME OFFICE: 
CHATTANOOGA, TENNESSEE 


Z. C. PATTEN, President 
E. B. CRAIG. V.-Pres.—Gen. Manager 
THEO. F. KING, 2d V.-Pres.—Manager of Agencies 
A. 8. CALDWELL, 3d V.-Pres.—Supt. of Agente 
W. H. GOULD, Secretary—Actuary 





In the Seventh Year of Conservative and Successful 
Development 





“OLD HICKORY” 











TEXAS and ARKANSAS 


; ! SYK Best field tor life insurance in America 
SF <a \ “COME WITH THE SOUTHLAND LIFE” 
—_ J The Leading Texas Company 
OUR BUSINESS first quarter 1911 
1109 applications for $2,275,000 
A Connection with Us means PROSPERITY 


Write today SOUTHLAND LIFE, Dallas, Texas 








BUILD ON SAFE GROUND 


Our New Agency Contract—framed in conference with 
our agents—will enable you to build with assurance 
for the future. We have openings for a few good men : 
now. Correspondence confidential. 


The Fidelity Mutual Life Insurance Company 
PHILADELPHIA 


L. G. FOUSE, President 











State Mutual Life Assurance Company 


WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
INCORPORATED 1844 


PROSPERITY FIGURES 


INSURANCE IN FORCE - - - - - $140,710, 898 
INCREASE OVER 1909 - - - - - 8, 140,834 


Our agents had the most prosperous year in the history of the company. 


INCREASE OF PAID-FOR BUSINESS OVER 1909 15% 








ASSETS - - - - - - - $36, 327,079.03 
LIABILITIES - - - - - - 33, 371, 841.25 
SURPLUS MASS. STANDARD - - $2,955, 237.78 


ONLY HIGH CLASS MEN CONSIDERED 
EDGAR C. FOWLER, Superintendent of Agencies. 
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FOR INHERITANCE TAXES 


POINTS 





WORTH CONSIDERING. 





Life Insurance Provides a Sure Means 
for Meeting the Obligations 
Imposed by Law. 





An interesting phase of the benefits 
accruing from life insurance, is its pro- 
vision for inheritance taxes, a condition 
pointed out by President George I. 
Cochran, of the Pacific Mutual Life, of 
Los Angeles, Cal., in a recent address 
before the agents of the Company. 

Mr. Cochran said: 

“It is a familiar saying: ‘We bring 
nothing into the world and it is cer- 
tain we can take nothing out.’ All the 
property which we leave goes either 
to persons named in our wills, or, if 
there is no will, then the law decides 
who shall inherit the property. An in- 
heritance tax is a tax imposed by the 
State on property thus passing into the 
hands of new owners. 

“Within the past few years, inheri- 
tance taxes have come into force in 
nearly every State in the Union so 
quietly and unostentatiously that the 
tax-paying public at large do not realize 
the tremendous burden which has been 
imposed upon them. Inasmuch as this 
tax is payable only at death, it will be 
some few years before the public fully 
realize the far-reaching effect of this 
new system for raising revenue. 

“Just a word or two, in passing, on 
the inheritance tax. By some the: in- 
heritance tax is justified, because an in- 
heritance is really an income. But, an 
inheritance not being a regular income, 
but, as it were, a special income or a 
‘windfall,’ the tax on it should be higher 
than the tax levied upon a regular in- 
come. Furthermore, the person receiv- 
ing the inheritance should pay a tax 
based upon the nearness of relationship 
to be deceased, the closer the relation- 
ship the less the tax, the wife, for in- 
stance, paying less than the cousin. In 
other words, the less the dependence 
of the person receiving the legacy upon 
the testator, the larger should be the 
tax, and the larger the estate the larger 
would be the percentage of the tax. A 
man who inherits $200,000 should pay 
more, proportionately, than the man 
who inherits $100,000. 

“In considering the inheritance tax, 
the question arises whether it is intend- 
ed to raise revenue for the State or to 
check the growth of large fortunes. In- 
asmuch, though, as public expenditures 
are increasing so rapidly, by reason of 
the tendency for the State to go into 
all kinds of work, the inheritance tax 
has almost become a necessity. 

A Simple Illustration. 

“As a simple illustration, which will 
probably apply to most States in the 
Union, we can consider a case under 
the new law of California. For example, 


a man dies and leaves an estate of 
$100,000 to his wife. This estate, we 
will say, consists of stocks, a home 


place and a miscellaneous lot of prop- 
erty, which is reasonably worth $100,- 
000. The tax, as I figure it, amounts 


to $2,000. This is 2 per cent. on the 
face value of the estate. This must 
be paid in cash within one year from 


date of death. If this estate of $100,000 
should be left by a man to his brother 
or sister, the tax would be $4,590, or 
more than double the amount, or if it 
should be left to a more distant relative, 
the tax would be just $9,000. 

“T have just referred to two striking 
_ peculiarities of inheritance laws, name- 
ly, the more distant the relationship the 
larger the tax, and also that the per- 
centage of the tax increases with the 
size of the estate. The tax on an estate 
of $100,000, left by a husband to his 
wife, would be 2 per cent., but the tax 
on $1,000,000, similarly devised, would 
be about 41-3 per cent. The percentage 
of the tax thus increases with the size 
of the inheritance. 

“We are not interested, for the 


pur- 





poses of this discussion, in the ethics 
of the tax, or anything of that nature. 
The fact is that such a tax is univer- 
sally adopted, both in this country and 
in ‘Europe, and must be dealt with as 
an existing reality. The further fact 
must also be noted that the tax is a 
very substantial one and must be paid 
in cash. 

“It seems to me the most reasonable 
way to make provision for such a tax 
is by life insurance. Naturally, after a 
person’s death it is somewhat difficult 
for the heirs of the testator to obtain 
credit, and, therefore, everyone with an 
estate should make provision for this 
tax prior to his death. Suppose, for 
instance, that a man dies and leaves 
an estate of $1,000,000 to his wife. The 
tax, as we have seen, is about $43,000, 
and this sum must be paid in cash. 
Suppose this $1,000,000 is in the form 
of a large business block on one of our 
principal streets, $43,000 cannot be paid 
out of the regular income of the build- 
ing, and the only way to raise the money 
would be to sell the property or give a 
mortgage. If the property is free of 
mortgages or encumbrances, it is a 
shame to place this debt upon it for 
such a purpose. 

“There are several ways in which the 
tax may be provided for. Amounts suf- 
ficient to cover the tax may be carried 
in cash, but in that event this cash is 
itself taxed 214 per cent., or 3 per cent., 
or 4 per cent., thus increasing the cost 
of the tax. Bonds, or securities easily 
negotiated, might be carried for the pur- 
pose of providing for the tax, but here, 
again, they will, themselves, be subject 
to an additional 21%4 per cent. to 10 per 
cent. as an additional tax. Then, again, 
this cash and these securities, as a rule, 
bear a small rate of interest, and in 
order to hold them in readiness for the 
payment of the tax, in case of death, 
the testator must sacrifice the profit 
which he would otherwise make if he 
were free to employ the money, or the 
proceeds of the bonds. in his business, 
or invest them in the ordinary way. 


Then, again, he mav be so situated that . 


he cannot spare the money from his 
business, 
must truss to chance. 

“Hence, it seems to me that the best 


and in that case his heirs 


method of providing for this tax is by | 


a life insurance policy. The policv can 
be made payable direct to the wife, or 
heir, and in this way it is not subject 
to the inheritance tax. Furthermore, 
the money is not payable until death. 
It is true the insurance costs money, 
but it also costs money to keep on hand 
cash and securities to meet the tax. 
There is also something in the certain- 
ty that the policy will be paid in cash, 
whereas even the best of securities, at 
times, cannot be realized upon. 


Summery of Benefits. 


“The following are some of the points 
in favor of the insurance policy as a 
provision for the inheritance tax: 

“1. By making it payable directly to 
the heir, there is no tax on the policy 
itself. 

“2 It is payable promptly at death, 
when needed, and in cash. 

“3. It removes all anxiety or care from 
both the testator and his heirs, and 
makes it unnecessary for the heirs to 
raise money possibly at a time when 
it is most difficult to do so. 

“4. Tt makes it unnecessary for the 
testator to make any cash provision, or 
other provision, to meet the tax, thus 
leaving his money and assets available 
for ordinary use. 

“5. It enables an estate to pass 
promptly to the family without embar- 
rassing it with a debt. 

“Now this inheritance tax, as I have 
stated, is going to be felt more and 
more by people of moderate means, and 
the life insurance agent has a splendid 
opportunity to take advantage of the 
situation by calling the attention of his 
clients to this tax, and the necessity 
to make proper provision for it, and the 
further point that a life insurance pol- 
icy meets the situation better than any- 
thing else.” 


$100,000 Club of Illinois Life. 





At the beginning of the new year of 
the $100,000 Club of the Illinois Life 
Insurance Company of Chicago, its list 
of officers and active and honorary 
members, is as here given: 

Officers: Albert P. Simmonds, presi- 
dent; William L. Megary, first vice- 
president; James C. Snow, second vice- 
president; Alvin C. Johnson, third vice- 
president; Karl B. Korrady, secretary. 

Members: *Melville S. Atwood, Jr., 
Pa; *Otto H. Augustine, Ill.; Robert 
S. Baker, Ill.; George W. Barnes, Pa.; 
Zach A. Barnes, Jr., Ga.; Benjamin F. 
Bradbury, Ill.; Charles N. Brown, II1.; 
Ernest N. Burson, Ga.; Charles H. 


Coles, Pa.; Melville E. Dark, Mo.; 
Harry A. Davidson, Tll.; Millard M. 
Fell, Ill.; Frederick W. Hagen, Ga.; 


Alfred T. Hagerman, Mich.; George W. 
Harding, Ill.; *Julius J. Hirschfield, 
Pa.; James W. F. Hughes, Kas.; Ed- 
ward J. Hutchinson, Ill.; *Alvin C. 
Johnson, Okla.; Patrick J. Kane, IIL; 
*Mark B. Lockyer, Pa.; *Ceylon W. 
Marshall, Pa.; *William L. Megary, 
Pa.; Wallace B. Merrick, Ill.; Charles 
R. Nesmith, Ga.; *Harry G. Parker, 
Pa.; Benjamin H. Prather, Ill.; *Wil- 
liam T. Pursell, Ill.; *George W. Rhawn, 





Pa.; *Albert P. Simmonds, Pa.; *James | 


C. Snow, IIL; 
*Will P. Todd, Ill.; Joseph J. Trickey, 
Mich.; *James G. Tumlin, Ga.; 
L. \,atson, Okla.; *Fred W. Weston, 
Mich.; Mrs. L. E. White, II. 


*Satis, Superque. 


Honorary Members: Melville S. At- 
wood, Jr., Otto h. Augustine, William 
B. Davis, Roger Davis, James L. Fer- 
guson, Orman H. Gabel, Thomas J. 
Henderson, Mark B. Lockyer, George 
W. Rhawn, Eugene C. Wharf, H. E. 
Whiting. 

“The record made by President Sim- 
monds is a remarkable one and well 
worthy of special comment. Within a 
period of eight months he has paid for 
policies on thirty-eight separate lives 
averaging a little more than $11,000, 


Malcolm J. Stone, Ga.; | 


Clem | 





1860 5ist Year 


Home Life 
Insurance 
~ Company 


of New York 


GEORGE E. IDE, President 


1911 


Oia wive nccnaddach $25,025, 299.06 
Insurance reserve fund, 

(| EERE bones abe $20,937,739.93 
Reserve for deferred 

oo $2,292,947.00 
Reserve for all other 

contingencies........ $1,794,612.13 
Insurance in force, 


December, 31st, 1910 
$100, 214,968.00 


“As aresult of a thorough examination 
into the affairs of this Company, it is evident 
to your examiners that the business is being 
conducted in an efficient manner * * * with 
a view to obeying fully the law and with 
intention of dealing with the policy-holders 
justly."—Extract from Report of the 
New York State Examiners, Dec. 24. 
1910. 














making his total paid business $423, 
000. He has five $20,000 policies to his 
credit, seventeen $10,000 policies, and 
the remainder are for smaller amounts, 
a number being for as little as $2,000, 
indicating great versatility in his work 
as well as that he gives just as careful 
and close attention to the securing of 
the small policies as he does the lar- 
ger ones.” 

The July examined business of the 
Company exceeded that ever written 
before in any similar month. 





UNUSUAL FEATURES 
IN LIFE, ACCIDENT AND HEALTH INSURANCE 





SHORT FORM POLICIES 


NEW METHODS OF COMPENSATION 


EASY TO READ AND UNDERSTAND 
LOWEST NON-PARTICIPATING RATES 


CLEAR-—TERSE 











all members. 


The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Cen’! Mar. 
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= PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 














in many fields. 


WILLIAM T. SMITH, Secretary 








WANTED 
INSURANCE SALESMEN, THE MONEY-MAKING KIND 


Our policy contracts contain features unequalled by any other 
Company. They are real “sellers.” 


UNITED STATES ANNUITY AND LIFE INSURANCE CO. 
1307 McCORMICK BLDG., CHICAGO, ILL. 


Openings of every kind 
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HINTS TO BUSINESS GETTERS. 





As a booster of agents, 

Mix’s R. J. Mix, New York city 

Reasonings. manager of the Pruden- 

tial, is a “king pin.” His 

“Mix’s Mustard,” issued once a week, 

contains logic that cannot help but 

pring fruit, for the average solicitor 

needs an occasional prodding, jollying 

or at least a reminder. In his August 1 
“Mustard” Mr. Mix says in part: 

“In the life insurance business, the 
measure of a man’s success is the 
amount of insurance which he places 
honestly! You—a life insurance man— 
want to make a success of your life! 

“As a life insurance man, your only 
source of income is the commission on 
the policies you place! 

“You can’t write life insurance unless 
you first convince your prospect that he 
needs the protection—you’ve got to con- 
vince him! 

“The only way that you can secure 
prospects for life insurance is through 
personal interviews and the only way 
that you can secure personal interviews 
is by going to see people—by making 
calls! 

“The more calls you make, the more 
interviews you’ll have, the more busi- 
ness you'll write, the more money you'll 
make and the greater success you'll 
make of your life! 


“Go after the business, then—the 
woods are full of prospects! If you be- 
lieve in yourself, in life insurance, and 


in the Prudential, you’re sure to get 
results! 

“The only question that has to be 
answered tis just this: ‘How can I con- 
vince my prospects?’ and I'll answer 
that question for you! 

“Sincerity, earnestness, frankness and 
simplicity, coupled with a knowledge of 
your business and a belief in the im- 
portance of your work, will convince 
your prospect—will bring you success!” 

ad t - 
Let us suppose that you 

To Conserve are forty years old. For 

Your Assets. ‘twenty years, perhaps, 

or possibly for fifteen 


years, you have been doing for yourself 
and getting ahead. In that period you 
have, perhaps, accumulated $10,000. 
Meantime you have supplied your wife 
and children with the necessities, doubt- 
less with the comforts, perhaps with 
some of the luxuries, of life. What is 


the financial value of your life as meas- 
ured by the result so far? The least 
valuation you could place upon it would 
be the amount you have accumulated—- 
$10,000. The actual value has been 
much more than that, for it must in- 
clude the money you have expended in 
providing for others. 

Let us now take an account of stock 
and determine what your present assets 
actually are. You have $10,000 in funds 
or property, but your assets are greater 
than that, for they must include the 
value of your life also. Measured by 
the results of fifteen or twenty years, 
however, it is worth at least $10,000. 
According to the mortality table you 
have an expectation of life remaining 
of not less than twenty-eight years. 
These years should constitute your most 
productive period—if you live—for you 
have had a valuable training and experi- 
ence which must add greatly to your 
future efficiency. Surely the next 
twenty-eight years must be valued at 
more than the past fifteen or twenty 
years. In any event, you could not put 
a smaller value upon your life to-day 
than the net amount which you have 
accumulated in the past. 

You cannot afford to lose what you 
now hold. You would not for a moment 
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take the chance of losing your property 
by fire. Accordingly you place that risk 
upon shoulders stronger than your own, 
carrying ample insurance against such 
misfortune. Can you think of any rea- 
son why you should not insure the most 
important item of your assets—your 
life—which, by every reasonable valua- 
tion, is worth much more than all else 
that you possess. The risk of loss, too, 
is far greater than in the case of your 
other property. There are many more 
chances that your life will terminate 
within a year, or within ten years, than 
that your property will burn. 

If, through some inadvertence, you 
had permitted your fire insurance policy 
to expire to-day, you would not sleep 
well to-night; and the first thing you 
would do in the morning would be to 
renew that insurance. Can you explain 
why it is that you are willing to defer 
from day to day, and even from year to 
year, the insurance of the most valu- 
able part of your estate—your life?— 
Mutual Interests. 

a A 


Here are three things 
Dangers in’ which the average man 
Procrastination. fully intends to do 
some day, says Mutual 

Interests. 

He intends to make his will. Many 
postpone this important duty; but pro- 
crastination in this particular is not 
always fatal, for one may sometimes 
make his will on his death bed. 

The second thing every man intends 
to do is to make his peace with God. 
This also the average man is prone to 
defer to a “more convenient season,” 
but in this too his purpose may some- 
times be accomplished in his dying 
hour; though there is only one case of 
the kind recorded in Scripture. 

The third thing which the average 
man fully intends to do is to secure 
sufficient insurance upon his life to pro- 
vide for his dependents in the event of 
his death; but this, more than anything 
else, he continues to postpone; and yet 
it is the one thing that he cannot pos- 
sibly attend to on his death bed. More- 
over, this third proposition differs from 
the first two in that the man can ac- 
complish nothing after his health has 
become impaired, even though he may 
continue to live for many years. This 
condition every man is sure to attain 
sooner or later. When the procrastina- 
tor finds himself in failing health, the 
lawyer may write his will; the minister 
or priest may offer spiritual consola- 
tion; but the life insurance agent is 
helpless to aid him. 

+ & . 

A striking sketch of the 
productive and consum- 
ing years of a man’s life 
is thus set forth by T. H. 
Hamilton, supervisor of the St. Louis 
Department of the Reliance Life of 
Pittsburgh: 

“The average life we all know to be 
like a hill—the upward journey is usu- 
ally one of production, and on the other 
side it is either competency or penury. 
The upward part of this hill is the 
profitable period of a man’s life. It is 
a period in which he either makes his 
money or gets well launched into doing 
so. It is a period in which his finest 
powers are developed. R. G. Dun & 
Company’s reports show that at 
age 45, 83 per cent. of the  busi- 
ness men in the country are successful. 
As a rule; if he does not get a start by 
this time he never gets it; but as I say, 
it is shown that 83 per cent. do get a 
start. During these years the healthy 
man has nothing to fear about present 
comforts. 

“Now take a glance at the other side. 
From 45 to 65 the man is going down. 
This is, in a sease, the age of losses. 
Statistics show that at age 65, 97 per 
cent. of the men in this country are de- 
pendent on their daily earnings or on 
their children for support. It hardly 


A Life 
Sketch. 





seems possible, does it? But it is an 
actual tact. 97 men out of every 100 do 
not OWL aay property at age 6b. 

“There are two reasons for this. One 
is that we are a ‘happy-go-lucky’ na- 
tion, thinking more of pleasure and lux- 
uries to-day than of necessities to-mor- 
row. We do not seem to be able to get 
it into our consciousness that it is pos- 
sible for us to be in penury 20 or 256 
years from now. We do not make big 
mistakes. We do not make fool iavest- 
ments, and, of course, we never will. 
We, of course, intend to make an estate 
some day; just now we cannot begin 
because we get too much enjoyment out 
of living up to our income, or nearly up 
to it. This, ag you know, is the Na- 
tional American spirit. 

“The other reason so few men (only 
3 in 100) have property at age 65 is be- 
cause of the mental transition they go 
through, usually between the ages of 55 
and 65. Between these years a man 
goes through a mental transition that 
upsets his judgment. He makes busi- 
ness dealg and goes into ventures that 
he would not have dreamed of doiag 
before. Hard-headed, shrewd men, wita 
the keenest of judgment—men who 
would never dream of speculating, have 
their judgment warped during this 
period, thus causing the large number 
of failures you see recounted daily in 
the Dun and Bradstreet news items. 
Are not these facts pregnant with 
meaning, and do they not point a warn- 
ing to each of us? 
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FIRST MUTUAL 


Chartered in America 





NEW ENGLAND 


MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 


FINANCIAL STATEMENT 


Assets Jan. 1,1911 .... $54,422,643.60 
ROGUNIGS.... : ...0:.500: 50,108,449.79 
EE atleuce cacncuntas 4,314,193.81 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 








An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 


PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








Scranton Life Insurance Co. 


JAMES S. McANULTY, President 


HAS GOOD TERRITORY TO OFFER LIVE 
AGENTS WHO CAN MAKE GOOD 





Capital 
SURPLUS 


$300,000 00 
$81,563 OO 


Address WM. E. NAPIER, Secretary 
SCRANTON, PA. 








MEN 


CHAS. D. PEARCE, President 





A GIANT «™ SOUTH 


Its Name Is A Synonym of Strength 


Operating under the Compulsory Reserve Deposit Law of the 
State of Kentucky 


OF CHARACTER AND 
WANTED, TO WHOM WE CAN OFFER 
GOOD COMMISSIONS AND TERRITORY 


Citizens National Life Insurance Company 


ABILITY 


LOUISVILLE, KY. 
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State Insurance---Unfolding of Lloyd George’s Scheme 





By George Smith, of the Pittsburgh Life & Trust Company. 





Charles Dickens, in his story of 
“Great Expectations,” illustrates a cer- 
tain temper of mind which is, perhaps, 
a characteristic of our age, and thus 
we find certain countries, such as Great 
Britain, introducing all kinds of legis- 
lation of a compulsory nature, not only 
to protect the workman against loss or 
injuries sustained, or to be sustained, 
in the course of his employment, but 
also forcing legislation upon him to 
protect him against himself. As for 
instance, Lloyd George’s unemployed 
and sickness insurance scheme. On the 
other hand, in America, politicians and 
lawyers have concluded that such legis- 
lation is tantamount to taking away the 
rights of American citizens in connec- 
tion with the disposal of their own 
property. 

The main points of Mr, Lloyd George’s 
scheme to grapple with existing social 
eyils are as follows: 

No insurance against death. 

Government scheme divided into two 
parts: (1) Sickness; (2) unemployment. 

Sickness branch to be divided into 
two sections: (1) compulsory; (2) vol- 
untary. 

Army, navy, and teachers, to be ex- 
cepted from the compulsory part alto- 
gether. 

Crown ann municipal employes en- 
titled to superannuation allowances. 

Compulsory Scheme. 


Casual laborers to ‘be included in 
compulsory scheme. 

Uniform scale for all classes of 
workers. 


Weekly deduction of 8 cents of men, 
and 6 cents of women. 

Employer to pay 6 cents a week, and 
the State to contribute 4 cents a week 
per man. 

No one over 65 to come in the scheme. 

Special provisions to be made for men 
unable to pay because of sickness, or 
unemployment. 

Distress fund to help workers to pay 
arrears of contributions. 

Estimate of numbers in 
scheme 9,200,000 men, and 
women. 


compulsory 
3,900,000 


Voluntary Scheme. 

Those under 45 to pay—l4 cents per 
man, and 12 cents per woman. 

Those over 45 to pay increased rate 
and get State contribution. 
Chancellor hopes to 
scheme, 14,700,000 persons. 

Sickness. 

Consumption to be dealt with: (1) 
by giving $7,500,000 to assist in build- 
ing sanatoria; (2) $5,000,000 to aid in 
maintaining sanatoria. 

Sick allowances to be: men, first three 
months, $2.50 per week; afterward, if 
permanent, $1.50 per week; women, $2 
and $1.25 per week. 

Courageous and Comprehensive. 

The courage and comprehensiveness 
of the scheme it is impossible to deny, 
for it applies to more than one-third 
of the population of the United King- 
dom, and it is quite clear that there 
will be no serious controversy over it. 
The details of the Bill are, however, 
complicated, and on some points there 
is still some uncertainty as to the actual 
proposals of the government. There 
will be no serious opposition to it 1n 
principle, but its proposals will require 
a great deal of examination. 

Effect on Trades Unionism. 

The National Insurance Bill will have 

an important effect on the trades unions. 


embrace in 


In one respect it will be a great ad- 
vantage to them as it will relieve them 
of payments for sickness and unemploy- 
ment, except in cases of strikes. On 
the other hand, it will lessen the ne- 
cessity which workers feel now for be- 
longing to unjons. After all strikes are 
only occasional, and in some industries 
very rare events, while the allowances 
for sickness and unemployment may be 
needed at any moment. The Bill while 
it lightens the ‘burdens of trades unions, 
reduces the inducements of workmen to 
belong to them, and this is a question 
which would have important effects in 
America, where trades unionism is 
rampant. 





YOUNG MEN USE THEIR POLICIES. 





Vice-President Buckner of New York 
Life Cites Case of Eastern 
Philanthropist. 





An interesting statement is made by 
Thomas A. Buckner, vice-president of 
the New York Life, to the effect that he 
knows “one wealthy and philanthropic 
gentleman down East who has financed 
as many as fifty or sixty young men 
through Harvard University by means 
of advances on life insurance policies, 
the loans to be repaid to their bene- 
factor after the young men had graduat- 
ed and made good.” 

What substantial evidence this is as 
to the reason why young men should 
carry a liberal line of life insurance! 
This is true even when one does not 


contemplate a college education. For 
illustration, suppose in applying for 
a position a young man is able to 


show that he carries a fair-sized policy 
on his life, we venture that in a ma-| 
jority of instances it would act as one 
of the strongest recommendations. 

The comment of Mr. Buckner above | 
referred to was brought out through a | 
letter recently received from a young 
Massachusetts policyholder, as follows: 

“IT received your letter a few days 
ago and to-day your representative, 
Professor C. A. Beasley, presented my 
policy to me, with which I am delight- | 
ed. To say that I am proud of it is| 
placing the statement mildly indeed. 1} 
am more than pleased with it, realiz- | 
ing as I do its true value. I think every | 
young man, especially, should take a 
policy in the New York Life. 

“T want to assign my policy in about | 
two months to some one to obtain | 
money on which to attend college. 
Please furnish me with blanks at your | 
convenience and accept my thanks and | 
appreciation for what you have done} 
for me.” 





There is a tremen- | 

“What Hast Thou dous import in the | 

Done With Thy subject of this ar- | 
Talents?” ticle. 

The relationship 
existing between the agent and the com- 
pany must be of a close, reciprocal na- 
ture, or else the connection will fail of 
good to either party. The stockholders 
invest their money, the management 
prepares and issues policies it believes 
to be the best in the country. The busi- 
ness creed of the company is enunciat- 
ed, and then—then comes the prospect- 
ive agent. 

Something in the company and its 
policies attracts a man, the manner of 








GENERAL AGENT WANTED 


We have a desirable General Agency opening in the Central West. 


for a ‘‘phenom’’; just a man of high-grade character and ordinary business production 


ARE YOU THE MAN? 


Address General Agent 
Care of THE EASTERN UNDERWRITER, 105 William Street, 


Not looking 


New York 











the officers is appealing and convincing | 
—and an agency contract is sigaed. | 
Right then and there is where the agent | 
should begin to account for himself. He | 
goes to a strange field, miles away, per-| 
haps, from the home office, aad the only 
way an executive can judge of a man’s 
ability and grade him is by his achieve- | 
ment—measure him by his deeds. 

The company wants him to succeed, | 
they spend money ia postage, printing, | 
supervision and a hundred different | 
ways, but when all is said and done, it’s 
the delivered aad settled-for policy that | 
counts. They can only believe what 
they see. Dreams are beautiful, but re-| 
alities are more substantial. 

Perhaps a man may think he is a deal 
better than his company has judged 
him, and ia many cases this is true, but! 
there is one way to prove his claim to | 
superiority—and that is by deeds—by | 
results. The executives will jump at 
the chance to advance the worthy and 
capable man whenever he appears. | 
Time, talents, eaergy, and good hard 
work are the requisites to achieve 
things. Ambition is the spur, desire for 
financial gain and physical comfort a 
powerful incentive, aad then come the} 
sweets of victory, the laurel of SUCCESS. | 

Not every man can be a leader, but} 
there isn’t a man but what can improve} 
his status if he will only give old time} 
a fair, stand-up fight, usiag his talents 
to the best advantage. | 

And there always comes a reckoning 
day—one when accounts must be set- 
tled. Then is going to come the ques-| 
tion, and it must be answered, 

“What hast thou done with thy tal- 
ents?” 

What’s your answer to date? 


“The 
Great Western Life Letter.” 





UNEXCELLED IN 
Favorable Mortality 
—AND— 
Economy of Management 





Provident Life 
AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 








60th Anniversary Year 
THE 


BERKSHIRE 


Life Insurance Co. 
OF PITTSFIELD, MASS. 
WILLIAM D. WYMAN, President 


Desires to secure the services of a 
few more high class men of ability 
and experience. Its policies, issued 
under the Massachusetts non-forfeiture 
laws, are liberal and up-to-date in 
every particular. 





American National 
Life Insurance Co. | 


of 


Lynchburg, Va. | 





‘“‘The most progressive, 
conservative 
Company.”’ 


Southern 





AGENTS WANTED 
in Virginia, North Carolina, 
South Carolina, Georgia, and 
Texas. 





W. S. Weld, Supt. of Agencies 








THE ACENCY 


OF THE 


RELIANCE LIFE 


IS PAYING FOR OVER 
ONE MILLION PER MONTH 
—_—or— 

Properly written and carefully selected 
business. No stock selling, board or re- 
insurance schemes. No contracts made by 
correspondence. A personal interview can 


be arranged for in most any state by 
addressing 


RELIANCE LIFE INSURANCE CO. 
PITTSBURGH, PENN’A. 














THE FEDERAL LIFE 


with reliable men who desire to form 


able territory. 


If interested address ISAAC MILLER 


permanent connections with a growing, 


progressive, twelve year old Company as Managers and Agents and for desir 


We do not make advances—our Representatives must support themselves and 


not be a burden upon their fellow workers. 


will make especially favorable contracts 


HAMILTON, President, 
CHICAGO 








CAPITAL $1,000,000 


Management. 





Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 


LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
First Class Openings in bothBranches fer PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 


SURPLUS $500,000 
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INDUSTRIAL DEPARTMENT | 
a "| 


WASTED ENERGY. 





Time Spent upon Collecting from Negli- 
gent People ts Time Lost 
by Industrial Men. 

A graduate from the field and familiar 
with every difficulty besetting the in- 
dustrial agent, the following advice 
given by President H. Thomas Head, 
of the Public Savings Life, of Indian- 
apolis, to the field men of that company, 
should be carefully noted. Speaking on 
“waste energy,” Mr. Head says: 

“A feature of Industrial Life Insur- 
ance work in the field, which experience 
and observation has proven beyond any 
question of a doubt is of vital import- 
ance and should now be written into 
the code of laws governing the field 
force wWheerever men are engaged in our 
business, has been much neglected and, 
strange though it may seem, little 
thought of by many of those whose 
duty it is to instruct, train and develop 
the men who are expected to prosecute 
the work in the field. 

“We see men who look very much 
alike, Whose opportunities are the same, 
each apparently trying honestly to 
succeed. One will do well, his record 
viewed from any standpoint can hardly 
be criticized; another only fairly meet- 
ing the company’s requirements, while 
still others are struggling along with 
the word failure written in letters so 
large that they can be read from the 
Home Office while they wearily walk 
the streets of their city or town hun- 
dreds of miles away. 

“Il am convinced that the most su- 
preme cause for all of this is wasted 
energy, time lost, working at some- 
thing which no living man could suc- 
cessfully do—collect premiums from 
policyholders who have no money—who 
don’t eare whether they are insured or 
not, Who must be reminded by one call, 
coaxed by another back call, persuaded 
by the third visit and made pay the 
fourth or fifth trip. Often these many 
and more calls are made and then 
nothing is collected. We know of 
agents and superintendents collecting 
every day in the week. As soon as their 
accounts are settled they start in agam 
on their debits, picking up stragglers, 
poor payers, those a little out of route, 
or persons not infrequently overlooked. 

“No attempt is made here to cover 
or even to refer to the many reasons 
for poor business. It is meant only 
to speak of tne time wasted fm trying 
to do an impossible thing—that is to 
change natural conditions or to avert 
natural consequences. 

“When we can get all of our field force 
to utilize the time—Straight Canvass- 
ing and on back calls—which is wasted 
each week on worthless business they 
have on their books, trying to collect 
these premiums, Public Savings will 
make the greatest record in the history 
of Industrial Life Insurance and our 
advancement will be marvelous. 

“Collect your debit the first thing 
in the week and then afterward Straight 
Canvass, and make back calls the same 
day for new business. Those you have 
missed leave some piece of literature 
to let them know you were there, then 


ask them to pay double the following | 


week. This is not theory. I would not 
urge you on to do anything impractic- 
able in your work. I have trod the 
same path you are now treading. I 
have thought the same things you are 
now thinking. I have learned the very 
same identical lesson that you are now 
learning. 





Individuality. 





The most recent of the series 
of “Practical Points by Practical 
Men” that the Prudential Insurance 
Company has been furnishing its agents 
deals with “Individuality.” It is from 
the pen of R. Telson, and is as follows: 

Aeronauts need not only to fly well, 
but also to land well, for what is the 
use of high flying if you land badly? 
Therefore, be thorough in your work. 
The present is more valuable than the 





past; the future should be still more}! 
valuable than the present. My children, 
my survivors, are my representatives ia 
the golden future. To guard and pro-| 
tect the defenseless future generations is 
a most pleasant and holy human duty; 
hence the institution of life insurance, 
with its world-wide growth. 

The world does grow better, there- 
fore insurance men are busy. An old 
proverb says: “Show me your friends 
and I’ll tell you who you are.” I say: 
“Show me the debit and I'll tell you 
what the agent is.” The debit reflects 
the individuality of its agent. A debit 
is a living organism, the policyholders 
its component parts, and the agent the | 
brain, the soul, the controlling part of| 
this body. | 

A debit in the hands of a good agent 
is like clay in the hands of a good pot-)| 
ter, and every agent molds his debit ac-| 
cording to his own ideas. 

Of all the occupations in life, that of | 
the insurance agent should be the most} 
enviable. An agent is mot encased | 
within the four walls of a business| 
house or office. He does not have to} 
look wistfully at the narrow patch of} 
sky through his window; he is not com- 
pelled to wait until a chance customer 
drops in and gives him an opportunity | 
to earn his livelihood, nor is the agent | 
in fear of possible bankruptcy. The ia-| 
surance man is as free as a bird; his 
territory is the ‘“out-of-doors;” his as- 
sets, humanity; his stock, his person- 
ality, and he is the creative geaius of 
his own destiny. 

An agent, in order to feel safe and 
free, should possess or acquire the fol- 
lowing qualities: he must love his occu-| 
pation, must be true to his compay, | 
must keep his debit always clean, must 
not put undesirable business on his 
books, must be just to his fellow agents, 
cultivate a fatherly or brotherly feeling 
toward the people on his debit, aad, in 
order to make his work the more at- 
tractive, he should always aim to be 
one of the best among his fellow agents | 
in some one line, if not in all. He} 
should love his zeighbor as himself, try | 
honestly to surpass him and then aim to} 
surpass himself. 





Lapse Honors. | 





The subjoined is the list of Districts | 
of the Virginia State Life Insurance 
Company of Richmond, that won lapse 
honors during the week of July 24th 
together with the lapse percentage: 
Alexandria, .09 Wilmington, .25 
Charlottesville, .31 Winston, .46 
Norfolk, .46 Belton, .42 
Petersburg, .18 Charleston, .40 
Richmond, .33 Florence, no lapse 
S. Boston, no lapse Greenwood, 
Suffolk, .18 Orangeburg, .42 
Burlington, 18 Piedmont, no lapse | 
Charlotte, .46 Union, .23 
Durham, .42 Woodruff, no lapse 
Greensboro, .45 Baton Rouge, .45 
Henderson, .22 Evansville, .24 
High Point, .47 Indianapolis, .49 
Kinston, .27 Marietta, no lapses 
Raleigh, .35 
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FIFTY-SIXTH YEAR 


FARMERS’ | 
FIRE INSURANCE 
COMPANY 


YORK, PENNSYLVANIA. 


PT. un ccran annul $1,021, 263.04 | 
409,580.06 | 





W: H. MILLER, President 
A. 8. McCONKEY, 
Secretary and Treasurer 


— 








METROPOLITAN LIFE INSURANCE COMPANY 


Lhe 
Metropolitan Life 
Lnsurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


“Of the People 
the Company By the People 


For the People 


The Daily Average of the Company’s 
Business during 1910 was: 


507 per day in Number of Claims Paid. 


6,163 per day in Number of Policies 
Issued and Revived. 

$1,428, 738.00 per day in New Insurance 
Issued and Revived. 

$212,733.23 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$121,717.71 per 
Assets, 


JOHN R. HEGEMAN, President 


day in Increase of 


HOME OFFICE BUILDING 








J. G. WALKER. President 
T. WM. PEMBERTON, Ist Vice-President W. L. T. ROGERSON, 2nd Vice-President 
E. D, HARRIS, Secretary 


ORGANIZED 1871 


LIFE INSURANCE COMPANY 


OF VIRGINIA 
Home Office, Richmond, Virginia 
THE OL — Southern Life Insurance Company 
THE LARGEST AND STRONGEST Southern Life Insurance Company 

THE PIONEER Southern Industrial Life Insurance Company: 
Its Policies are clear and definite in their provisions, and their values are absolutely 

guaranteed, 
Assets December 31, 1910.... ...... a0e0ne og nes enesens 
Liabilities December 31, 1910, enten 
Insurance in Force December 31, 1910...... saeeseeos 

Total Payments to Policyholders since Organizatio n. 


$6,338 576.82 

5,106,996.02 
72,440,374.00 
10,786,598 ,97 











INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 





THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 





Offices in 34 Districts between Halifax and Vancouver. 
The only Company from which may be obtained the SAVINGS BANK 
POLICY, the most lberal Industrial Policy 








SPECIAL OFFER TO INSURANCE AGENTS—AS AN ADVERTISEMENT 


PRESTO SELF FILLING GOLD FOUNTAIN PEN 
¢ [00 SE Te (GD 


$1.00 only. 
Patent Pending. 
', size of Pen. 


You save $1.50 if you order now, only a limited number offered at this price This Pen fille and 
cleans itself in a second. No rubber sacks to rot---no mechanism to get out of order; does not 
leak or blot, Wonderfully simple---simply Wonderful EN very pen fitted with best quality 
14-karat gold nib, iridium pointed, Money returned if not fully satistied. 


The $5.00 Pen to Insurance Agents for $2.50 


JOHN TERRY CO. (Manufacturers) 313-315 BROADWAY, NEW YORK 











ROME INSURANCE COMPANY 
ROME, GA. 





i G. PORTER, Vice-Pres. and Manager 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 
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This newspaper is owned and pub- 
lished every Thursday by The Eastern 
Underwriter Company, a New York 
corporation, office and place of business 
105 William Street, New York City. 
B. F. Hadley, President; G. A. 
Watson, Secretary and Treasurer. 
The address of the officers is the office 
of this newspaper. Telephone 2497 
John. 

Subscription Price $3.00 a year. 
Single copies, 15 cents. 

Entered as second-class matter Jan- 
uary 4, 1907, at the Post Office at 
New York, N. Y.; under the act of 
Congress of March 3, 1879. 





BRAIN WORK ESSENTIAL. 
The daily papers are filled with in- 
formation concerning the advantages 
and disadvantages that may be visited 
upon the long suffering American peo- 
ple through the medium of a recipro- 
city treaty with Canada. 


A much more vital and important 
subject for your consideration is the 
“free trade’ conditions that you are 


personally up against. 

You belong to an army of unorgan- 
ized laborers. There is no ‘Union” 
for you to join that will compel the 
world to deliver to you a living that 
you do not earn. You are paid well 
for the goods that you deliver and 
nothing for those that you do not. 
you are in free and open competition 
with countless numbers of other men 
representing the same class of goods, 
many of them representing the same 
company. The requisites for success 
are aS many and as varied as the sol- 
diers that constitute the army to which 
you belong. No business in the world 
pays more for successful accomplish- 
ment or less for attempt and failure 
than ours. 

Call it what you will—judgment of 
human nature, diplomacy, salesman- 
ship, tact, finesse, education or oppor- 
tunity, the same foundation underlies 
every brilliant achievement ever ac- 
complished in the field for any life in- 
surance company, viz.: WORK. You 
can deceive your wife, your children 
and your friends with excuses, good, 
bad or indifferent, but you can’t de- 
ceive yourself cr the man who has 
been through the mill. 

Your stock in trade is your BRAIN. 
No tariff ever invented can add to its 
value. You are on an open market in 
free trade competition with every 
other brain that is in the field behind 
a rate book. It is a sure thing that 
the results you achieve will be in 
proportion to the quality of the goods 
you deliver. Damaged goods never 
bring the top price. Every time you 
entertain your associates with a hard 
luck story you damage your goods. 
Every time you unload a grouca onto 
an unwilling listener you tarnish your 
stock. Your commodity is perishable 
beyond comparison. It requires abil- 
ity of the highest order to keep a brain 


bright, active, free from rust and ir 
first-class working order at all times. 
The insurance man who can do it is 
sure of a princely income and a world 
of friends. 

In active competition price and 
quality are dominant features in de- 
termining results. The price of a 
brain is the same the world over. The 


only question left for consideration is 
quality. If your brand is better than 
that of your competitor you will make 
the sale and receive the reward. If 
you lose it is because the other fellow 
carried a more valuable line. The 


same brain will not attract all men. 





Sa 


The line of argument that appeals to 
a banker may have no effect upon a 
musician. A presentation of your case 
that will win a lawyer may have no 
effect on a druggist. It is a wise 
brain that realizes its limitations and 
does not try to exceed them. You are 
absolutely on your own merits at all 
times. 

The desire to work is an uncertain 
quantity in our business, but the ne- 
cesity for it ig always with us. Real- 
izing this, as you must, the only way 
in which you can successfully meet 
the free trade competition with which 
you are surrounded is to keep your 
“stock in trade” in a most attractive 
condition, make it appear more desir- 
able and worth so much more to the 
purchaser that he will be glad to take 
it in preference to the offerings of 
your competitors—J. F. Wellington, 
Agency Director Great Southern Life. 





COMMISSIONERS’ CONVENTION. 





Program for Supervising State Officials 
Gathering Issued—Covers Broad 
Range. 





Four days, August 22nd to the 25th 
inclusive, will be given over to the 
Forty-second annual gathering of the 
National Convention of Insurance Com- 
missioners. The gathering place is the 
Hotel Pfister, Milwaukee, and the pro- 
gram is as here given: 





Tuesday, August 22, 1911. 
10 a. m. Convention assembles. 
Address of welcome—Hon. Francis 


B. McGovern, Governor of Wisconsin. 

Response—Superintendent Hotch- 
kiss, of New York, Chairman Executive 
Committee. 

Calling of Roll. 

President’s Address—Commissioner 
Button, of Virginia. 

Reports of standing committees. 

Miscellaneous business. 

Wednesday, August 23, 1911. 

10 a. m. Address—The Fraternal 
Situation” by Commissioner Ekern, of 
Wisconsin, 

Address—‘Policy Loans” by Commis- 
sioner Preus, of Minnesota. 

Papers—“Present Laws for State In- 


surance” in Ohio, Superintendent 
Moore; in Wisconsin, Commissioner 
Ekern. 


Reports of committees. 
Unfinished business. 


Thursday, August 24, 1911. 

10 a. m. Address—‘Fire Prevention” 
by Commissioner Palmer, of Michigan. 

Address—‘Unauthorized Fire Insur- 
ance” by Superintendent Potter, of II- 
linois. 

Reports of committees. 

Executive session. 

Friday, August 25, 1911. 

10 a. m. Election of officers. 

Fixing of place for 1912 convention. 

Executive session. 





ANXIOUSLY WAITING. 





Industrial Accident Company Officials 
Speculating on Attitude of State 
Commissioners. 





That a radical change may be looked 
for in the manner of conducting the 
business of industrial health and acci- 
dent insurance within the next few 
months, is the confident belief of man- 
aging underwriters. Just what form 
the charge will assume, however, is a 
matter that puzzles the insurance men 
and is causing no end of speculation 
just now. 

Following the examination of the 
General Accident of Scotland, the in- 
surance commissioners went into the 
whole system of industrial accident ana 
health insurance, with the result,it is 
understood, that at the soon-to-be-held 
annual convention of the National Con- 
vention of Insurance Commissioners 
measures will be advocated, the adoption 
of which will compel radical departures 
from practices now general. 

The commissioners guard jealously 
the data they have gleaned, nor will 
they give a hint as to what reforms 
they plan to advocate, save to assert 
that these will make for the better pro- 
tection of the policyholders. 





OF PERSONAL INTEREST 


Dr. Charles E. Albright, says the 
“Insurance Post,” is getting into the 
record-breaking habit in the matter of 
personal production of life insurance. 
For five years he has led all the agents 
of the Northwestern Mutual Life in the 
amount of personal production, with a 
steadily increasing total each year, and 
for the year ended June 30, 1911, his 
production was $1,719,000, an increase 
of almost $100,000 over the year before. 
It is believed that this is the largest 
amount of personal insurance written 
by any insurance agent for any com- 
pany in the world during the year. An 
interesting feature of Dr. Albright’s 
record is the average size of the poli- 
cies, they averaging $31,250. 

This notable record of continued 
growth and leadership has been achieved 
by Dr. Albright in five years. His 
earlier connection with insurance was 
as an examiner and then a medical 
director at the home office of the 
Northwestern Mutual Life in Mil- 
waukee. What he saw of the business 
there convinced him of the great possi- 
bilities of the agency branch if worked 
systematically along the lines that 
promised to produce the largest results. 
In consequence he resigned a good 
position at the home office, with every 
prospect of steady advancement, to take 
his chances with the rate book. Dr. 
Albright succeeded from the start, but 
he soon decided to specialize on cases 
where there is large buying power, al- 
though any small applications receive 
the same careful attention. He has 
effected connections with the leading 
men of the West, and has won tlieir 
confidence and now maintains offices m 
Chicago, Cleveland, Pittsburg and New 
York, as well as in Milwaukee. 











An evidence of the steady gains made 
by Dr. Albright is his record for produc- 
tion. In the five months of the agency 
year after he entered the field he wrote 
$305,000. The next year he wrote $607,- 
000, the third year $926,500, and in the 
year ended June 30, 1908, he passed the 
million mark with $1,258,750.. The 1909 
record was $1,516,000, that of 1910 $1,- 
622,500, with $1,719,000 for the year 
ended June 30, 1911, and the two million 
mark as the next goal to aim at. 





James Flaherty, of . Philadelphia, is 
president of the Union National Acci- 
dent Insurance Company, but “Our 
Jeems” is so used to holding office 
that a little thing like an insurance 
presidency is lost in his collection of 
titles. He has scintilated through every 
office in the Knights of Columbus and 
when this order held its annual con- 
vention in Detroit last week, it did the 
only and the expected thing and re- 
elected Mr. Flaherty Supreme Knight. 
When he goes “Knighting” over the 
country as he does frequently, he ieaves 
a trail of brightness that would make 
Haley’s comet look like a piece of 
punk. We think a lot of the Union 
National Accident’s president in the in- 
surance business, but what chance do 
we stand against the flossy decorations 
and picturesque ceremonial that go with 
some of his exalted jobs? 


Mention was made in last week’s 
issue of The Eastern Underwriter of 
the appointment of Harrington Skiles 
Co., of Minneapolis as generai agents 
for the Prudential Casualty Co., cover- 
ing Southern Minnesota and Northern 
Wisconsin. This is an important ap- 
pointment for the Prudential Casualty 
as Harrington Skiles Co., is one of the 
strongest agencies in the city. In ad- 
dition to the insurance business the 
firm operates to a large extent in real 
estate and all of the members are 
very active in the business and social 
life of the Twin Cities. The officers 
are: Curtis Harrington, president; Al- 
vin Skiles, vice-president; G. W. 
Knapp, secretary. 


_—_——— 


Peter D. Kiernan tried to hide his in- 
extinguishable light by poking around 
the bushes at Albany, N. Y., and tacking 





, State 


his name at the end of a local fire ip. 
surance agency there. But he was found 
out and just annexed by the people who 
conduct the big show in the Capital 
Mr. Kiernan became chairman of the 
Legislative Committee of the New York 
State Association of Local Fire Insur-. 
ance Agents, just as a matter of course, 
He is as familiar a figure around the 
House as the dome itself ang 
blows in and out of the Legislative Com- 
mittee rooms like a June zephyr, carry- 
ing with him a refreshing scent of 
clover. But with all of Peter D.’s leg 
work he finds time for his books. Not 
the $1.08 kind. He runs to political 
economy and biography. He is none of 
your block-type students either; he de- 
lights in side references, foot notes and 
solid type. The deeper it goes the bet- 
ter he likes it, but he always comes 
back, and then you’re pretty sure to 
find him up in the Capital, right up 
close where the wheels go ’round. —~ 





“Bill” Reynolds, otherwise known to 
a few persons as William L., was the 
subject of more pretty compliments 
last week than a new baby. He has 
been vice president and general man- 
ager of the Inter-State Fire of Birming- 
ham since its organization, but the 
other day he just strolled across the 
street and took possession of the South- 
ern States Fire and Casualty Company 
of Birmingham, incidentally decorating 
the offices of vice president and man- 
ager. Bill Reynolds is one of the 
strongest boosters of Southern fire in- 
surance there is in the business below 
the Mason and Dixon line. 

Recently he sent out a letter to 
the local agents in some of the southern 
States which bristled with fifty-seven 
varieties of argument why they should 
send along business right regularly to 
the Inter-State Fire. “Our people are 
not clannish,” he said, “but are proud 
of their institutions and are in sympa- 
thy with every movement that will de- 
velop and uplift the people of the 
Southland. This loyalty on the part of 
our home folk gives an advantage 
which you should not overlook,” and so 
on for several pages of “We want the 
money” talk. 





Berlin, Germany, was the latest 
stopping place in the European wander- 
ings of Actuary S. H. Wolfe, of New 
York, according to a card had from 
that interesting personality. Mr. Wolfe, 
as was to have been expected, travels 
with his eyes and ears open, and his 








mentality working at high speed. As 
a consequence we readily believe his 
assertion that his trip thus far has 
been “a wonderful experience and 
education.” 

GREAT CORPORATION’S PLAN. 
International Harvester Co. Adopts 


Scientific Method of Prevention 
of Disease for Employes. 





The great International Harvester 
Co. is preparing to adopt an elaborate 
scheme for detecting incipient tuber- 
culosis among its employes for the sole 
purpose of curbing the spread of this 
disease within its zone of influence. It 
is purely a philanthropic proposition 
and will include in its operation the 
nineteen branches of the Harvester 
company, the employes in which num- 
ber 30,000. 

Although the scheme is still in its 
experimental stage, it is planned to 
keep an expert at each of the com- 
pany’s plants who will have the workers 
under observation and give advice and 
assistance to any one who are threat- 
ened with tuoerculosis. 

Speaking of the scheme, General 
Manager Clarence 8S. Funk said: “There 
is a regular physician in attendance at 
each of our shops now, but in addi- 
tion, we will have a tuberculosis ex- 
pert. Each employe will be watched 
in his work, his failings noted and ob- 
served to see how the work affects him 
so far as getting tired is concerned. All 
this will b> going on without the know- 
ledge of the employe and in suspected 
cases a physical examination will be 
made.” 
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F IRE INSURANCE DEPARTMENT 





AUIUALS HALKD TU ,GUUKT 


ON LIQUIDATION PROCEEDINGS. 








Penn. Commissioner Acts Under New 
Law—Concerns Had Big Receipts, 
But Small Payments. 





The first cases to be tried under the 
new act of June 1, 1911, which gave to 
the Insurance Commissioner of Penn- 
sylvania the right to liquidate and wind 
up the affairs of any insurance organ- 
jzation that was shown not to be 
solvent, were brought in the courts of 
Philadelphia last week. The concerns 
involved were eleven mutual fire com- 
panies, all of which were organized by 
the same men, according to the state- 
ment of Attorney-General Cunningham, 
and all located in Philadelphia. 

‘The eleven so-called “companies” are: 
the Colonial, Schuylkill, Integrity, Fair- 
mount, Imperial, Metropolitan, Colum- 
bia, George Washington, Loyal, Peoples 
and (he Mercantile, and ali occupied the 


same offices as thheadquarters. The 
genius behind the whole aggregation, 
the attorney-general says, is David 


Balaily. He was president of several 
and an officer or director in others. 

fhe evidence introduced at the in- 
solveney proceedings was to the effect 
that all of the companies have been or- 
ganized within the past three years, 
and that during that time Balaity had 
probably taken $50,000. Insurance Com- 
missioner McCulloch maintains that not 
more than $500 was ever paid out in 
claims, the promoters either refusing 
to pay or just forgetting them. 

There was plenty of illuminating evi- 
dence to show the standing and respons- 
ibility of the incorporators of Balaity’s 
aggregations. In many cases the names 
of the inecorporators were fictitious or 
names of persons were used without 


their consent, and so pressed did Balaity 
seem to be at times to get the required 
number of ten incorporators that he 
went out on the street and corralled 
seedy specimens. 





Praise for Columbus Ohio. 





Engineers of the National Board of 
Fire Underwriters, who are making 
an exheastits inspection of Columbus, 
to determine its rating from its fire 
rotection, fire prevention, water works, 
special and conflagration hazard condi- 
tions, filed a report with the director 
of public safety Monday, showing that 
the fire department, in equipment, main- 
tenance, personnel and discipline, is 
the best in the country. They rated 
it at more than 100 per cent, efficiency. 
Before coming to the Ohio capital, these 
and other engineers of the National 
Board inspected 176 other cities of the 
United States, and they say Columbus 
makes the best showing in the list. 
, 






San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 





office in Liverpool 





Surplus, - - - = 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 





U. S. Gash Assets, Dec. 31, 1910 $13,745,408.53 
5,155,974.57 
3,239,491.00 
1,427,290.00 
1,051,543.00 


Officials of the degubiih are espe- 
cially complimented on the discipline 
maintained. This report is the first of 
a series to be filed by the engineers, 
who have been in the city a month. 
Others will deal with the water works 
system, other phases of fire protection, 
fire prevention, the overhead wire 
menace, housing conditions and other 
things having a bearing on fire hazards 
and insurance conditions. 





CAPITAL TO BE $500,000. 





Newark Fire to Raise Additional Funds 
—Century-Old Company in 
Excellent Shape. 





As befits a company so progressive as 
the Newark Fire of Newark, N. J., its 
capital is to be increased to $500,000, 


the directors at their recently held meet- | 


ing recommending such action to the 
stockholders. It is intended to issue 
$250,000 of new shares, these to be sold 
at $200, the excess going to net surplus 
and making that item $850,000. 

This Fall the Newark Fire will have 
attained the ripe age of one hundred 
years, which highly important event will 
be fittingly celebrated by the removal 


of the Company from its present quar- | 


ters to the handsome and commodious 
structure now in process of erection on 
Clinton street. 

Despite the Company’s age the man- 
agement of the Newark Fire was never 
more alert than it is just now, Presi- 
dent E. J. Haynes, Jr., 


and his aids | 


being constant in their endeavors to | 


advance its best interests. 
Within the past six months the busi- 


ness has been healthily developed and | 


of greater importance, the loss ratio for 


the period was considerably below that | 


experienced during the corresponding 
period of 1910. 

Once the additional funds be in hand | 
the Newark Fire will have a capital of | 


$500,000, net surplus of $850,000, and | 


a reserve of about $400,000. Its finan- | 
cial status will thus be thoroughly sattis- 
factory. 





LUMBER LOSSES $1,000,000. 





Incendiary Fires at Dubuque Are Costly 


for the Companies—Trouble 
With Sprinklers. 





Lumber losses at Dubuque, Ia., dur- 
ing the past three months have cost 


the fire companies more than one mil- | 


lion dollars. Three of the 
losses were of incendiary origin and 
so far but one arrest has been made. 
At Winona, Minn., 
when the sprinkler system was tempo 
rarily out of service, a fire started 
which cost the companies $350,000. 


biggest | 


the other day, just | 


State Fire Marshal Roe is now con-| 


vinced that a pyromaniac is responsible 
for the succession of lumber fires. 


MULTI-PLAN INSURANCE SCHEME. 


which, by the way, is called the South- 
ern States Cotton Corporation, and has 
. ©. Wadsworth Would Guarantee its nominal office in Birmingham, Ala, 
Cotton Crops, Prices and Insure will sell “crop credit insurance” which 
Bank's Assets. is intended to cover the amount of 

money the grower will need to borrow 
during planting and growing season. 
Somewhat interwoven with this scheme 
is another, “to audit and inspect banks, 
guarantee a sufficiency of assets to 
meet liabilities, guarantee commercial 
paper and incorporate a system where- 


A company is being organized at 111 
Broadway which has for its object the 
“stabilizing” of the price of cotton by 
means of a kind of insurance plan. 
The man in the limelight of the idea 
is P. C. Wadsworth, who is not un- 
known to life insurance, having been by borrowers may always receive the 
connected successively with the Colum- credits to which they may be justly 
bian National Life, the Bankers Life due.” 
and the Fellowship of Solidarity. - 

This new scheme is said by life in- Only Authorized Companies Recognized. 
surance men to resemble somewhat the 
old board contract plan, which fell into 
disfavor with the insurance commis- 
sioners years ago. The idea is to 
guarantee a cotton grower a minimum 
price for his cotton, for which he pays 
a premium of 1-5 of 1 per cent. per 
pound. In addition the corporation, 





Those charged with placing insurance 
upon the West Virginia State Capitol 
buildings have assured Insurance Com- 
missioner Darst that only admitted com- 
panies would be recognized in distribut- 
ing the indemnity, and that it will be 
given to authorized agents solely. 








ie Only Universal 


Fire Extinguisher 
SAFE—RELIABLE—INEXPENSIVE 


NO FREEZING 
NO WATER DAMAGE 
NO UP-KEEP EXPENSE 
WOMAN OR CHILD CAN OPERATE 


Our one quart brass and nickel fire extin- 


guishers are included in the lists of approved 
fire appliances issued by the National Board 
of Fire Underwriters. 


“Wee Inspection Label 


Your assured need «Pyrene’’ in their homes, 


stores, factories, automobiles and motor boats. 








WRITE TODAY for agent’s discounts, price 
lists and descriptive booklet. 


Pyrene Manufacturing Co. 
410 East 32nd Street, NEW YORK CITY 





ONE QUART FIRE EXTINGUISHER 
INSPECTED BY 


UNDERWRITERS LABORATORIES. INC 
PUMP TYPE —wNe 214 
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Over $122,000,000.00 


Losses Paid in the United States 





HENRY W. EATON, 
MANAGER 


G. W. HOYT, 
DEPUTY MANAGER 


J. B. KREMER Jr. and T. A. WEED, 
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BXPECI BIG 1988, REDUCTION * 


BUREAU MAY SAVE 50 PER CENT. 


Requirements Under Hoey Bill 
to Lessen New York’s 
Fire Waste. 


Strict 


expected of the new 


created un- 


Great things are 


fureau of Fire Prevention, 


der the Hoey Bill, which has passed 
the New York Legislature and now 
awaits the signature of Governor Dix 
Fire Commissicner Jonnson expects 
the Bureau to bring about a reduction 
in the fire loss in New York, which 
last year amounted to $8,500,000, of 
anywhere between 35 and 50 per cent. 

This Bureau of Fire Prevention was 
created as a direct result of the dis 
astrous Washington Place fire where 
nearly 150 lives were lost. A large 
force of firemen will be detailed as in 
spectors, whose duty it will be to in- 
spect more than 300,000 buildings in 
New York city exclusive of tenements. 

The provisions of the act are very 
broad and gives the commissioner au 
thority to issue orders to property own 


ers concerning the reduction of the fire 
hazard and further gives him power to 
vacate any premises where such _ in- 
structions are not followed 


PURCHASING SECURITIES. 
Century Fire of Edinburgh Arrang- 
ing to Make $500,000 Deposit With 
New York Insurance Dep't. 





Within a short time it is expected 
the Century Fire of Edinburgh, Scot- 
land, will be licensed to operate in New 
York. Applicat was filed 
sometime any is now 
uurchasing urities ac- 

to the State Insurance Depart- 
qui will 


posit to guarantee its con- 


ion for entry 
the Com} 


$500,000 of se 


ago and 


table 
ment which, as re 


eep on dé 


cep 


red by law it 


or the past 
transacting 
this country 
Henry 
ymme in 
the 


The Century Fire, which f 
yiple of years has been 
surplus line business in 

through the Philadelphia firm of 

W. Brown & Company, is to c¢ 

regularly finder the management of 

same firm. 


RE-INSURANCE REGULATIONS. 
Laws of the Various States Governing 
Placement of Business With Non- 
Admitted Companies. 





The following is an unofficial com- 
pilation of the laws regulating reinsur 
ance in non-admitted companies in the 
States indicated. 

Alabama—Not prohibited 

Arizona—Reinsurance prohibited. At- 
torney-General advises law is void; can- 
not enforce. 

Arkansas—Prohibited, but no penal 

Original company reports premi 
ums and pays taxes. 

Colorado—Prohibited. 

Connecticut—No provision 

Florida—Prohibited. No penalty. No 


deductions permitted in tax statements. 
Georgia—Not prohibited. No deduc- 
tion permitted in tax statement. 
Idaho—No provision. 
Illinois -rohibited. 


Indiana—No provision 

Iowa—Not prohibited, but no deduc- 
tion permitted in tax statement 

Kansas—Not prohibited, but facili 
ties of admitted companies must first 


be exhausted. 
Kentucky—wNot prohibited, but no de- 
duction permitted in tax statement. 
Louisiana—Prohibited. No penalty. 
Maryland—No provision. 
Massachusetts—Prohibited. 
Michigan—Prohibited. 
Minnesota—Not Prohibited. But no 
deduction permitted in tax statement. 
Mississippi—Prohibited until admit- 
ted companies’ capacities have been ex- 
hausted. No deduction permitted in 





tax statement. 
Missouri—Not prohibited, 


but no de- 


duction permitted in tax statement. 
Nebraska—Not prohibited. Must 
countersigned by resident agent. 
New Jersey——Prohibited under 
of Commissioner of Banking and 
surance. 
New Mexico 


eS 


ruling 
In- 


Reinsurance not 
hibited in unlicensed companies. Au 
thorized companies are forbidden to 
reinsure New Mexico risks in unauthor 
ized companies. No deduction permit- 
ted in tax statements. 
New York—Not prohibited, 
credit for liability-or taxes. 
North Carolina—Prohibited. 
North Dakota—Prohibited. 
Ohio—Prohibited. 
Oklahoma—Not prohibited, but no 
deduction permitted in tax statement. 
Pennsylvania—Prohibited. 
Rhode Island—No provision. 
South Carolin Not prohibited, orig- 
inal company pays tax. 
Tennessee—Not prohibited, but no 
deduction permitted in tax statement 
Texas—Prohibited. 
Utah—Not prohibited, 
tion permitted 


pro 


but no 





but no deduce 
in tax statement. 

Virginia—Not prohibited, except that 
unless the risk reinsured is in excess 
of 19 per cent. of capital and surplus of 
the company, the excess must be re- 
insured in authorized companies. 

West Virginia—Prohibited. 

Wisconsin—Doubtful. 

South Dakota—Not prohibited. No 
deductions permitted in tax statement. 


CASE WESTERN MANAGER. 
Takes Charge of Affiliated North Brit- 
ish .Companies—His Broad Under- 
writing Career, 





Charles E. 
general 


Case has been appointed 
agent of the western department 


for the affiliated North British com- 
panies, the North British and Mercan- 
tile, of London, the North British and 


Mercantile of New York and the Com- 
monwealth Insurance Co. 


Mr, Case has had an extensive under- 
writing career, having risen from the 
field. He did field work for the New 
York Underwriters and the North 





Lritish and Mercantile, and in 1908 was 
elected secretary of the Commonwealth. 
Last year, in addition, he became as- 
sistant secretary of the North British 
and Mercantile. Mr. Case, who retires 
from these positions on Sept. I, when 
he assumes his new duties, is one of 
1e valued lieutenants of United States 
inager E. G. Richards. 


th 
M: 
Vie 


MONTANA FIRE. 





Planned to Have Company Ready for 
Business Within a Very Short 
Time. 


Those in charge of the organization 


of the Montana Fire of Helena, Mont., 
are decidedly encouraged with the suc- 
cess ‘that has attended their efforts thus 


far, and are confident that the Company 
can be made a pronounced success. 
The permanent organization meeting 
is scheduled to take place on August 20, 
and the Company should be ready to 
begin business shortly thereafter. 
YORKSHIRE FIRE. 

British Company Appoints United States 
Trustees and Arranges for Local 
Representation. 

Frank & Du Bois, of New York, United 
States managers of the Yorkshire Insur- 


ance Company of England, have select- 
ed the New York Life Insurance and 
Trust Company as trustee for the cor- 


poration in this country. 

To Willard S. Brown & Company will 
be given the agency of the Company in 
the Metropolitan District, or that por- 
tion of it controlled by the New York 
Fire Insurance Exchange, immediately 
the Yorkshire be licensed by the New 





York Insurance Department. 


— a 








CAPITAL 





CONFLAGRATION PROOF 


All Liabilities, including Reserve - 
Total Assets - - - = 
SURPLUS to Policy Holders - 


This Company has a record unequaled in the 
history of the Insurance business 
FRANH C. STURTEVANT 
MANAGER EASTERN DEPARTMENT 
FOURTH AND WALNUT STREETS, PHILADELPHIA 


CALIFORNIA INSURANCE (CO. 
OF SAN FRANCISCO, CALIFORNIA 


$400,000 
563,113 
1,125,418 
962,305 








EDGAR J. HAYNES, Jr., Pres. 


THE OLDEST FIRE ye COMPANY a BY THE 
ATE OF NEW JERSE 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 





ASSETS. ....- ccccccrccccvccce coves $1,083,679.19 
LIABILITIES--EXCEPT CAPITAL . 379,793.79 
SURPLUS TO POLICYHOLDERS..... $703,885.40 


Responsible Agents wanted in Cities and Towns where 
Company is not now represented 


CHAS. M. HENRY, Secy. 








ASSETS 


Bonds and Stocks.............$7,491,467.60 


Loans on Bond and Mortgage. 1,470,175.00 
Real Estate unincumbered.... 657,740.69 
Cash on hand and in banks..-. 393,990.34 
Cash in hands of Agents....... 778,919.71 

$10,792,293.34 





NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
JAMES NICHOLS, President 


STATEMENT, JANUARY Ist, 1911 


LIABILITIES 


ee $1,000,000.00 
Reserve for Re-Insurance...... 6,075,294.78 
Reserve for Outstanding Losses 646,089.21 
Reserve for Taxes, etc.. 125,000.00 
Special Reserve for Contingent 

RSPAS ETS ,000.00 
Be Cie ciccvnsnicsce sevens 2,645,909.35 


$10,792,293.34 


SURPLUS TO POLICYHOLDERS $3,645,909.35 











PERCY B. DUTTON 


FIRE UNDERWRITER 
ROCHESTER} Sect. ban 


State Manager 
HUMBOLDT of PENNA. 
TEUTONIA of PENNA. 
COOPER of OHIO 


























“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 
(LTD., OF LONDON) 


ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85, 000, 000 
Losses Paid in U. 8S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 











HUDSON UNDERWRITERS 


AGENCY OF THE 


LUMBER INSURANCE COMPANY OF NEW YORK 
CAPITAL 


$400,000 





84 WILLIAM STREET 


NEW YORK 








THE NORTH RIVER 
INSURANCE CO. 


OF NEW YORK 
95-97-99 William Street, N. Y. City 





INCORPORATED 1822 





TOTAL ASSETS DEC. 31, 1910 
$2,283,176.32 








CRUM & FORSTER 


GENERAL AGENTS 
NORTH RIVER INSURANCE CO. BUILDING 


—_— ——— ASSETS 

12-31-10 

Empire City Fire Ins. Co., Inc, 1850, ,,, $1,124,813 
Nassau Fire Ins. Co., Inc, 1852,........, 849,949 
Peter Cooper Fire Ins. Co. , Inc. 1853, . 513,927 
United States Fire Ins. Co., Inc, 1824, . 567 342 
Dutchess Fire Ins. Co., Inc, 1906, .... 668,299 


(Where not locally re presented) 
FOR NEW YORK CITY 
AACHEN & MUNICH FIRE INS. CO. 
ALLEMANNIA FIRE INS. CO. 
JEFFERSON FIRE INS. 00. 
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UNDERWRITERS’ AGENCIES. 





Predominating Sentiment at Buffalo 
Convention Was Strongly Against 
Their Continuance. 


Those in close touch with the senti- 
ments displayed at the recent annual 
convention of the National Association 
of Local Fire Insurance Agents fully 
appreciate that if a vote could have 
peen taken on the floor of the gather- 
ing, it would have been overwhelmingly 
opposed to recognition of underwriters’ 
agencies. Amd there would have been 
no fine lines drawn between “legiti- 
mate” and “illegitimate” organizations; 
all would have been embraced in a 
sweeping denunciation. 

But the resolutions committee felt 
that a moderate instead of an intem- 
porate declaration upon the subject 
would be the beter policy, hence the 
modest declaration adopted by the As- 
sociation, ‘““We believe that all under- 
writers agencies or so-called annexes 
are a hindrance to this reform.” 

Commenting editorially upon the 
paramount issue at Buffalo the “Amer- 
ican Agency Bulletin” says: 

The big issue at the Buffalo conven- 
tion was underwriters’ agencies. It 
occupied the most time in the meeting 
and in the committee on resolutions. 
All sides were presented, but the pre- 
dominating sentiment was against the 
underwriters’ agency. Even the friends 
of the “standard variety” were unable 
to stem the tide or change the senti- 
ment. 

The whole problem was given the 
fairest consideration. It was widely 
talked prior to the convention. The 
delegates to the convention had Deen 
extensively circularized in defense of 
the underwriters’ agencies, and in 
addition their claims were very thor- 
oughly and vigorously presented on the 
floor of the convention. 

In view of this previous cultivation, 
the claim of one of the speakers for 
the underwriters’ agencies that it was 
unfair for the program committee to 
have speakers whose views were all on 
one side,proved rather of a boomerang, 
especially when Chairman Markham, on 
behalf of the Program Committee stated 
that the invitations had been extended 
without any knowledge of the views 
of the speakers before they presented 
them to the convention, revealing with 
peculiar emphasis the wide spread con- 
viction held by local agents on this 
subject. 

Two questions were presented to the 
convention to decide: (1) Should it 
stand by the sole agency principle; (2) 
should it discriminate between under- 
writers’ agencies? 

The convention decided to stand by 
the sole agency principle and not to 
discriminate. To emphasize its views 
it was voted to print in the Bulletin 
a list of companies maintaining no 
underwriters’ agencies. In deference to 
those who appealed to the organization 
to be “conservative,” the Association 
tempered the wind to the shorn lamb, 
thus giving its real friends an oppor- 
tunity to put themselves in the position 
of sole agency companies on or before 
January 1, 1912. 

Both the action of the committee on 
resolutions and of the convention itself 
on this subject was unanimous. The 
Association has no axe to grind, but it 
believes in the sole agency principle 
and is prepared to fight for that idea. 





PROBING RATE-MAKING. 
Wisconsin Legislative Committee to In- 
vestigate Manner of Preparing 
Tariffs. 


Much interest is being shown in ithe 
initial meeting of the special Wisconsin 
legislative committee which has been 
appointed to conduct the inquiry into 
fire insurance conditions in the Badger 
State. 

The initial meeting to effect an organ- 
ization will be practically the only meet- 
ing which the committee will hold in 
Madison. All the meetings of the com- 


mittee for hearings will be held in Mil- 
waukee, 

The officials connected with the State 
Insurance Department are of the opin- 
ion that a great deal of good may re- 
sult from this investigation. One of 
the questions which will be gone into 
particularly will be that of ratings. 

Minimum Rate Law Likely. 

It is claimed that the system of rat- 
ings in use in the State is such that, 
although they are by far the best risks, 
the great burden of the cost of insur- 
ance practically falls upon the homes, 
while large manufacturing institutions 
pay less than the hazard really war- 
rants. 

The committee will go into this ques- 
tion and one of the results of the in- 
vestigation may be the framing of a 
minimum rate law for presentation to 
the next legislature. 

It is also said that another question 
which will be looked into by the com- 
mittee will be as to how much insur- 
ance is being placed in mutual com- 
panies organized outside of the State, 
it being claimed that a very large 
amount of fire insurance in Wisconsin 
is being carried by these companies, 
although they are not licensed to do 
business in the State. 





CHARLOTTE CONDITION IMPROVED 
Threatened Water Femine Averted 
There, But Other Parts of State 
Affected. 





The threatened water famine at Char- 
lotte, N. C., has been averted by a sup- 
ply of about a million gallons from the 
Catawa River and surrounding towns. 
There is also every prospect of rainfall 
soon. For a time it was thought that 
there would be a wholesale exodus of 
people from the city, but the situation 
is now considerably improved. 

Other parts of the State are still in a 
bad way for water. The mayor of 
Raleigh has issued a warning to the 
people to conserve the water supply. 
A number of cotton mills have had to 
close down because of the deficiency 
of the water supply, but those at Char- 
lotte resumed operations last week. 





Danger of Mutual Fire Insurance. 





The gullibility of the general public 
is so great, it is easy to understand why 
this country is a happy hunting ground 
for swindlers of every description. To 
get something for nothing is the ambi- 
tion of most Americans, and, as P. T. 
Barnum once said, “The American peo- 
ple like to be humbugged.” For many 
years all classes of citizens have re- 
ceived from time to time attractive 
literature setting forth in glowing terms 
a great desire to furnish fire insurance 
at rates very much below those collect- 
ed by local agents representing well- 
known and solvent insurance companies. 
That the literature emanated from ques- 
tionable sources and the companies 
offered were unknown was of no im- 
portance to many, and they did not 
hesitate to take advantage of the won- 
derful bargains offered. The Insurance 
Commissioner of the State of Pennsyl- 
vania recently unearthed in the city of 
Philadelphia one of the numerous swin- 
dles in the fire insurance line, and it is 
not unreasonable to suppose that, as 
the laws of the State do not permit the 
assessment of policyholders outside of 
the State, residents holding policies in 
the fourteen mutual companies thus or- 
ganized will be called upon to pay a 
heavy assessment for the unpaid claims. 
This is only one of the numerous cases 
showing the dangers of Mutual insur- 
ance, and we trust that our agents will 
use their influence to point out the 
lesson to their clients.—New Hampshire 
Fire “Whittlings.” 





Kemp Comes to the Home Office. 


Archibald Kemp, gereral agent for 
the Camden Fire for Ohio, Michigan 
and Indiana, has resigned that field to 
become general agent at the home office 
of the Camden. 


BROKERS ANXIOUS. 
Wondering Just Where They Are At 
Under the Operation of New 
York’s Latest Laws. 
Insurance brokers licensed by the 
New York Fire Insurance Exchange, 
the Suburban Fire Insurance Exchange 
and the Surety Association and who 
have commission accounts with the 
liability companies, according to the 
“New York Commercial,” are not al- 
together happy over the law for which 
they are mainly responsible, compelling 
them to take out State licenses and 
forbidding companies to pay them com- 
missions until they have paid an annual 

fee to the State of $10. 

The principal trouble seems to be that 
the people who framed the law did not 
provide that a license issued by the 
State should be all embracing. The 
brokers have begun to sense the fact 
that any provision compelling the com- 
panies to pay brokers’ commissions, if 
they are licensed by the State, was 
either designedly or unintentionally 
cmitted. 

In consequence, they find they are 
now forbidden to rebate any part of 
their commissions and that they must 
pay an extra $10 for the privilege of 
doing business. The provision against 
rebating promises to pinch some brok 
ers. Heretofore it has been the custom 
ot certain firms to materially reduce 
the cost of the insurance to clients 


“having large lines, by rebating all or 


part of the liability commissions. Some 
brokers have even gone so far in com- 
petition as to pay the entire liability 
premium out of their own pockets. 
These practices will be considered mis- 
demeanors after Jan. 1 of next year, 
and one of the penalties will be the 
revocation of the broker's right to do 
business in this State. 

So far, there has been no declaration 
of intention on the part of the New 
York Fire Insurance Exchange. Brokers 
whose licenses expire in October, No- 
vember and December are anxious “to 
know whether they must renew at the 
old rate of $10. They desire to know 
further, whether they will be entitled 
to any return if the State bureau de- 
cides not to license them, and they 
further wish to know whether any 
portion of their license fee will be re- 
turned to them in case the exchange 
decides to lower or eliminate its license 
fee. 

None of these questions, so far, has 
been answered and the only pracucal 
certainty is ..at the new State license 
bureau will act largely wpon the sug- 
gestions and information which have 
been gathered by the New York Ex- 
change in its dealings with the brokers in 
this city. As a consequence, brokers with 
whom the Exchange has been unpopular 
or who have been unable to do business 
with the fire insurance companies be- 
cause of their standing with the Ex- 
change, have little chance with the 
State. 





Preparatory to Merger. 





Preparatory to their intended merger 
the Peter Cooper Fire and the Uniteu 
States Fire, of this city, are being ex- 
amined by the New York Insurance 
Department. When amalgamated it is 
understood the enlarged Company will 
take the name of the United States Fire. 





Join Suburban Fire Ins. Exchange. 





Since August 1 the following named 
organizations have been added to the 
membership of the Suburban Fire In- 
surance Exchange of New York: Teu- 
tonia Fire, Dayton, Ohio; German Un- 
derwriters, Milwaukee, Wis.; Firemen’s 
Underwriters, Newark, N. J. 





To associate with the Glens Falls, 
N. Y., local agency firm of Little and 
Loomis, Frederick B. Love has resigned 
his connection with the insurance de- 
partment of the International Paper 
Company. 


| 
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‘The Leading Fire Insurance Company 
of America.” 





Cash Capital - - $5,000,000.00 


WM. B. CLARK, President. 
W. H. King, Vice-President. 
Henry E. Rees, Secretary. 
Assistant Secretaries. 
A. N, Williams, E. 8. Allen, 
E. J. Sloan, Guy E. Beardsley 
W. F. Whittelsey, Jr., ‘“Marine” 








GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 


ORGANIZED 1859 


Cash Capital..... $1,000,000.00 


Assets......... . 6,648,971.67 


Net Surplus 2,021,740.21 
Surplus for Policy 
Holders ....... 3,021,740.21 


HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 

Cash Capital - - $1,000,000.00 
Cash Assets - - 4,820,678.00 
Cash Surplus to Policy 

Holders - - . 2,288,079.00 

The real strength of an insurance company is in 
the conservatism of its management, and the mat 
agement of THE HANOVER is an absolute as 


surance of the security of its polic 


R. EMORY WARFIELD - President 
JOSEPH McCORD §$ - Vice-Pres. & Sec'y 
WILLIAM MORRISON Asst. Sec'y 
JAMES W. HOWLE - - Gen, Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 


IntbR-StaTH Fire 


INSURANGE, 
ComPANY, 


HOME OFFICE 


BIRMINGHAM 
ALA. 








A 
SOUTHERN 
COMPANY 


WITH 


A NATIONAL 
SCOPE 





J. PF. STOCKDELL 
Asst. Manager 


W.L. REYNOLDS 
Vice-Pres. and Mgr. 
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GETS EQUITABLE. OF PROVIDENCE. 





Company Soon to Pass Under Con- 
trol of Phoenix of Hartford-Official 
Notice Given. 





It is understood that a comfortable 
majority of the shareholders of the 
Equitable Fire & Marine, of Providence, 
have signified their willingness to accept 
the sale proposition made them by the 
Phoenix Fire, of Hartford, and that 
formal control of the time-honored 
Rhode Island institution will be trans- 
ferred to the progressive Hartford com- 
pany on the 15th inst. 


Official Notice Given. 

Over the signature of President F. 
W. Arnold, the Equitable Fire & Marine 
on Saturday sent out to all its agents 
the following official announcement of 
the recent arrangement with the 
Phoenix of Hartford: 

“It is proper to advise you that an 
amicable arrangement has been made 
between the Phoenix Insurance Com- 
pany of Hartford and the stockholders 
and directors of the Equitable, in 
virtue of which the first named com- 
pany has acquired a controling interest 
in the Equitable, thereby reinforcing and 
augmenting the strength of the latter. 

“It is the purpose of the Phoenix to 
supervise and direct the business of 
the Equitable at the same time con- 
tinuing it as a Rhode Island institution, 
with headquarters in Providence. With 
this purpose We are heartily in accord 
and hope and believe that it wil meet 
with your earnest approval and active 
eo-operation. The new control will in- 
crease the value of the Company both 
to the public and our agents. 

“We thank you for the favor the 
Equitable has enjoyed at your hands 
in the past and beg to bespeak a con- 
tinuance of your loyal service.” 





PROPOSED FOR PACIFIC COAST. 





Graded Commission Plan Finds Favor— 
Twenty-Five Per Cent. Suggested 
for Term Business. 





Under an amendment proposed to the 
rules of the Pacific Board of Under- 
writers by the executive committee of 
the organization, grade commissions wii! 
be allowed to local agents representing 
exclusively board companies. A scale 
of 25 per cent. on term preferred busi- 
ness and 20 per cent. on term mercantile 
risks is suggested, and is generally fa- 
vored by West Coast underwriters. 





STILL THE LOSSES INCREASE. 





Record for July Shows No Appreciable 
Diminution Over That of Previ- 
ous Months. 





In spite of the fire reduction propa- 
ganda zealously | conducted by various 


underwriting and commercial bodies 
throughout the United States, the loss 
record of the country continues without 
Appreciable diminution, and the condi- 
tion will likely fail to show improve- 
ment until property-owners are made to 
thoroughly understand that a fire is a 
crime and those responsible for its cre- 
ation be held as lawbreakers. 

During July over $25,301,000 worth of 
property in the United States and Can- 
ada, says the Journal of Commerce and 
Commercial Bulletin, went up in smoke, 
making the losses for the first seven 
months of the year $154,992,900, as com- 
pared with $126,076,800 reported for the 
same period of 1910. 





ALLEGHENY COUNTY BOARD. 





Likelihood That Rule Regarding Writ- 
ing Privilege to Outside Agents 
Will be Repealed. 

As the time for holding the next 
meeting of the Allegheny County (Pa.) 
Board of Fire Underwriters draws near 
(August 17) the conviction grows among 
members of the association that the 
rule lately adopted granting outside 
agents the privilege of writing business 
in Pittsburgh proper, will be rescinded. 
The local men in the adjacent com- 
munities who are vitally interested in 
the outcome of the existing agitation, 
are hard at work seeking to create a 
sentiment friendly to them and have 
addressed the companies direct, urging 
that they be officially represented at a. 
meeting to be held by the agents at 
the Fort Platt Hotel, Pittsburgh, on the 
16th, the day preceding the gathering 

of the Allegheny County Board. 








Irish Millers Still Intact. 





The reported pending absorption of 
the National British and Irish Millers 
Company of London has brought from 
Secretary H. J. Sanderson a statement 
to the shareholders to the effect that 
they may expect developments soon and 
advising them not to sell their shares. 





Rates on dwellings at Altoona, Pa., 
have been reduced. 





A final dividend in liquidation has 
been paid by the receiver of the New 
England Fire of Providence, making the 
total payment 20.84 per cent. 





The annual meeting of the West 
Virginia Association will be held on 
August 15th. 





The Insurance Agency Company of 
St. Louis, has been given the represen- 
tation of the Casualty Company of 
America. 


FIRE AND LIFE INSURANCE STOCKS. 
(Quotations furnished by E. 8, BAILEY, Broker, 66 Broadway, New York City) 








































| DIVIDENDS | Bia Ask’d 

COMPANIES CAPITAL Approx. | When price price 

Anni. Div. | Payable per ct. 
} 
i OE BE ics occu isisinss ons coeoneens $500,000 10 Q | 160 | 200 
Common wealth. ... -..-..-.ccecececeeeeeeenes 500,000 10 | J&aJ 326 pie 
Continental .....-. . coe secceeeees! 2,000,000 50 | J&Jd 1025 | 1050 
Empire City .. 200,000 8 T&J 
Fidelity- Phenix . 2,500,000 10 J aJ 310 325 
German Alliance eo wee 400,000 15 J&J | 300 320 
German-American....- seeeseeeeeees | 2,000,000 30 J&J | 500 525 
Germania ao pee cceccccccsccsccccsees| 1,000,000 20 JaJ 300 310 
aes Falls ($10)....-.-0+0-+eeeceeeeeeerereeee 200,000 Jad | 1525 1 
Globe & Ru no pores ccecceer ese ccescscceses 400,000 40 475 500 
Hanover ( Jereeeececerecnsecccseerecncsenes 1,000,000 16 225 sees 
Home Ee eee ceecee rece ceccecccccssccsccecs 3:000.000 35 JaJ 700 715 
Nassau ($50)...-.------ccccccceececeeeceeeenes 200,000 10 Jad 165 175 
Niagara ($50) Renan oonces seedeseesaeceseecses 1,000,000 20 Jad 290 | 305 
North River ($25)..-------.-.+--++++: --+| 350,000 10 A&O 150 165 
Pacific ($25)..-...--- - 200,000 14 J&J mes co 
Peter Cooper ($20) 150,000 6 Jad 90 105 
Stuyvesant --.-.--. 400,000 10 J&JI 150 nls 
United States ( Bo 250,000 v 90 100 
Westchester ($10) ....-.-- wees --»| 800,000 40 F&a 490 | 510 
Williamsburg Clty GED) ccccccspescescccsesss ),000 | 20 Jad 370 395 
LIFE | 
Etna Life | 15 Q 650 660 
Connect 2 Ja&dTI 250 oes 
Equita 7 A 300 a 
Germania... 12 JT&JI 210 225 
Fartiord Life vows 10 Jad 150 ean 
e Life. 125,000 | 12 M&N 275 
om tten Si vincisnis vee etevkaudies 100,000 26 O&F 400 25 
RED inca vcnveccesses seenseeess 2,000,000 | 7 M&N 155 75 
Predential O00)....--.2022022. 2'000.000 | 10 450 | 500 
Travellers Hartford ..........0.-cecccceses; 2'500,000 | 20 ain 
I IOS BIO cs oc cnns nn cssnscescenses | "264,000 | 7 | JS&J 90 | 105 
YV-No Information Q-Quarterly A-Annually 


MANAGER OF INTER-STATE FIRE. 





J. F. Stockdell to Direct the Affairs of 
the Energetic Birmingham Com- 
pany—Well Known in the Field. 





President B. H. Cooper of the Inter- 
State Fire, of Birmingham, Ala., notifies 
the field force of the Company of the 
appointment of J. F. Stockdell, as 
Manager, succeeding in this respect W. 
L. Reynolds recently resigned to official- 
ly connect with the Southern State Fire 
& Casualty. Mr. Stockdell, who has 
been with the Inter-State since it com- 
menced business in October last, was 
its former assistant manager, hence his 
advancement is the best possible evi- 
dence of his ability and the confidence 
reposed in him by the directors and 
executives. 

Of the future policy of the Inter-State 
President Cooper says: 

“The policy of the Company as in- 
augurated will not be changed as it was 
outlined in the beginning largely by 
Manager Stockdell. While we expect 
to be progressive in a way, our inten- 
tion is to confine our writings to neigh- 
boring States and work on a cautious 
basis. 

“No fire insurance company can keep 
itself strong and healthy without the 
aid and co-operation of its local agents, 
and we ask your earnest endeavors to 
help us in selection of risks to the 
end that we may continue to enjoy our 
success and build this institution to a 
place where it will stand out prominent- 
ly as a credit to Southern enterprises.” 





H. P. Giberson Secretary of Imperial 
Fire. 





In succession to A. L. Jessup, re- 
signed a short time ago, H. P. Giberson 
has been elected secretary and E. E. 
Newman treasurer of the Imperial Fire, 
of Denver, Col. 





Increase in Paid-Up Capitals. 





Both the Austin Fire and the Com- 
monwealth Fire Insurance companies 
of Texas, have increased their respec- 
tive paid-up capitals to $250,000, the 
new shares being sold at $150 a share. 





Duel, Lapey & Company of Buffalo, 
have been given the Wéstern New York 
agency of the Fidelity & Deposit’s cas- 
ualty lines. 





The St. Paul Fire & Marine of Min- 
nesota, has appointed Charles Lehmann 
its special agent in St. Louis county. 





Each day of the year the Rock Island 
Railroad system ioses on an average 
$600 by fires, the great percentage of 
which could be prevented if proper care 
were exercised by the employes. 





A permanent secretary is being 
considered for the Newark Fire Insur- 
| ance Society. 





R. N. Elwell has resigned the secre- 
taryship of the Capital Fire of Concord, 
New Hampshire. 
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WESTERN AND 
ATLANTIC FIRE 
INSURANCE CO. 


NASHVILLE, TENN. 


CAPITAL - - $200,000.00 
NET SURPLUS - $134,000.00 


H. H. RIMINGTON, Manager 
C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 
OPERATING IN 


Tennessee, Kentucky, Pennsylvania, Illinois, 
Alabama, Louisiana and Colorado 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS, 








LOUIS SHERWOOD 


REPRESENTING 
Fire, Casualty and Surety Co’s 
15 Exchange Place, Jersey City, N. J. 





EXCELLENT FACILITIES FOR HANDLING 
BROKERS LINES. Phone, 33 Jersey City 








SURPLUS LINES 


D.C. SCHUPP & CO. 
159 La Salle Street, Chicago 


Lines placed anywhere in U. S. and Canada 
LIBERAL COMMISSIONS PAID 











ARNOLD & WANNEMACHER 
REPRESENTING 


Teutonia of Aiioepeny, Pa, 
Humboldt of Allegheny, Pa. 
German American of Pittsburgh, Pa. 
Detroit of Detroit, Mich. 


438 WALNUT ST., PHILA., PA. 








HERBERT BUXTON, Pres. and Mgr. 


Buxton Insuring Agency 


63 William 8t., New York 


Excess Lines ery anywhere. Good 
connections at Lloyds, London. 


CORRESPONDENCE SOLICITED. 














H. G. HARRIS & CO. 
Fire Insurance 
ATLANTIC CITY, N. J. 


ne Eighteen Leading 
Fire Companies 





for 
Atlantic City sal Vicinity 





Have desirable opening for 
another strong company. 








Established 1864 


gE. Ss. 


66 BROADWAY : 








Telephone 2817 Rector 


BAILEY 


——DEALER IN—— 


Fire Insurance Stocks “‘A Specialty” 


NEW YORK 
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SOLE AGENCY RULE AND UNDER- 
WRITER’S ANNEXES. 


A large majority of Indianapolis agents 
have gone on record in favor of a sole agency 
rule and agree that they will not represent 
any company having more than one agent 
within the jurisdiction of the Association. 
This also to apply to the so-called Under- 
writer agencies which shall be regarded as 
multiple agencies unless composed of two 
or more_companies or under separate man- 
agement other than the parent company. 

I am an ardent supporter of a sole agency 
rule and always have been opposed to the 
double, triple or quadruple agency. Although 
1 represent both at present, I am one who 
is willing to take the chances of a single 
agency rule. 
re are a few things that can be said 
favor of the dual agercy from the com- 
pany’s standpoint, and a few for the agent, 
but the single agency is so far superior from 
the agent’s standpoint that advantages of 
dual agencies are hardly worth mentioning. 
From the company’s standpoint, they see 
the handwriting on the wall, that it is only 
a question of short duration that the single 
agency will be established in every state and 
large city from Maine to California. 

The company’s one lonesome idea being 
greedy to secure more preferred business, 
they organize the agency company, the Un- 
derwriter’s Agencies, or try to establish some 
satellite under the name of Underwriters. 

Sholl we stand by like the giant oak in 
the forest, silent, and unconcerned and alluw 





these so-called underwriter’s or agency com- 
yanies to multiply like lamps in the spring- 
time, without a protest? No. 

Three things are necessary to the Insur- 
ance business: First; The agent must have 
the company. Second; The company must 


have the agent. Third; The sgent must have 
the patron from whom he secures the busi- 
ness 
Remedy for Agency Companies. 
The remedy lies with the local agent. We 
cannot pass avy rules against any agency 
companies or underwriters that are now in 


the tield. The Constitution of the United 
States says that there cannot be any “Ex 
Post Facto” laws passed, but we, as loyal 
agents, can get together in every locality 
and vote down any proposition regarding 
the establishment of agency companies and 
refuse to accept or represent any agency com- 
pany organized in the future for the purpose 


of establishing dual agencies. 





The advantages of sirgle agencies to the 
local agent are multiple; 

First; it secures him a prestige, and it 
establishes his individuality in the insurance 
business which he could not obtain in any 
other way. 

Second; it gives him a chance to select his 
business and relieves him from the embar: 
assing letters from his company that “we 
have a full line through our other agent.” 


Third; it reduces the local agent’s office 
Wo! nd office expense to a minimum. 

Fourth; it gives him a chance to secure 
a policy on all lines that are large enough 
to go around. 


Fifth; it gives him a good chance to secure 
a good line of excharge or brokerage busi- 
ness. 

Sixth; single agencies make insurance men 


out of agents, 


Seventh; it puts the agent on his guard 
against fire loss, he realizes that if he loses 
his company, that he will have all kinds of 
trouble securing another sole agency com- 
pany 


Companies Appointing Agents. 

I believe that any company doing a gen- 
business, will make more money and 
better business through a_ single 
agency than out of any number of dual agen- 
If the companies could see as I do, 
would not be a dual agency in the 
They would cease to appoint anyone 
ipplies for a company, and avoid any 
imount of trouble by having their insurance 
written by agents who know how. No man 
should be appointed agent who has not serv- 
ed his apprenticeship, the same as workmen 
in any other business. 

The cause of much trouble and complaint 
to the agent is on account of false state- 
“ments and misrepresentations of multiple 
ts who are not qualified to do insurance 
business. 


The best asset 


receive 


age! 


agent can have is a 
satisfied customer, and this condition can 
only be obtained by an agent who knows 
how to write business and explain facts. 

Companies Should be Recognized. 

LIGHT, LIBERTY and JUSTICE IS THE 
LEGAL TRINITY. I do not believe in any 
ie action through our association, be it 
al, state or national. We should be fair 
to our companies as well as liberal to our- 
selves. Remember, that the agent cannot 
get along without the comyany and the com- 
pany must have the agent. 

We should also remember that the com- 
panies are managed and represented in the 
home office by the hest Underwriters that 
ean be secured. Although Underwriters dif- 
fer the same as local agents, I venture to 
say that fifty per cent. of the companies are 
in favor of single agercies and seventy-five 
per cent. of the loeal agents are in accord 
with the loeal companies. 


an 


Creat minds differ, bul if the agent will 
use tact as well as talent, it will only be a 
short time until the companies as well as 
the agents will be unanimous for single 
agencies, 


Duty of Agents to Companies. 
I do not believe that the best interest of 


the agent depends on antagonizing the in- 
terest of his company. 

If I wish to change my agency from a 
dual to a single agency, I ‘will explain to 
the company my ideas and show them how 
their best interest is secured. If I cannot 
convince them they are at liberty to retire. 
The best interest of the agent is not to an- 
—— his company but rather study the 
subject of fire insuravce in a businesslike 
way. 

Get all the information you can on the 
subject of underwriting. Study the best 
methods of securing the best business and a 
greater volume for ycurself. 

There are many things that an ageut 
should consider beside the commission he re- 
ceives. He should study fire hazards. He 
should inspect risks. He should try to earn 
what he received. He should give equal for 
equal. Be prompt in paying his balances to 
his company, attend to his business in a 
businesslike manner, send in all daily re- 
ports and indorsements promptly. If the 
agent who is so afraid of the single agency 
rule, will do all these things, I will guaran 
tee him that the company will not consider 
the change from a good agent to another on 
the bare promise of a greater volume of 
business which means a greater volume of 
loss, 

If you serve your company well, they will 
appreciate your efforts and give you a chance 
to grow larger. It seems to be the only 
objection to the single agency rule that the 
small agent might lose his company and not 
be able to secure another. If you make your- 
self worth what you receive, you need have 
no fear along that line. Profit and not vol- 
ume is more satisfactory to companies than 
volume without profit. 


Agency Companies. 


If the agents do not take a firm stand 
against agency companies it will only be a 
short time until the country will be flooded 
with agents representing agencies, companies 
and annexes, and imaginary Underwriters 
and the business will he so divided that in- 
surance will cease to he a business. It will 
be an annex to your business instead of an 
asset. 


Agencies’ Duties to Agency Companies. 


We, as agents, can resolve and resolve ard 
keep on resolving, and unless we secure the 
co-operation of the companies, we cannot ac- 
complish the end and means for which we 
are continually striving. We must do some 
thing. We must show the companies that 
we are in earnest, he honest with each other, 
stand firm on cur platform. If we do, we 
will establish our independence, we will se 
eure sole agercy rule, the unanimous ec- 
operation of all companies. We will plave 
our business on a paying basis, reduce the 
fire hazard of cur companies to a minimum, 


make our business more honorable, more 
satisfactory to ourselves, and to our com 
panies, establish the legal trinity. Light, 


Liberty and Justice, Light to ourselves—Lib 
erty to our companies, and Justice to oar 
patrons. 





DUTCHESS FIRE MAKING GAINS. 





Excellent Showing in Quarterly Report 
—Opening New Territory—Divi- 
dend Declared. 





A very satisfactory report of the 
growth of the Dutchess Fire Insurance 
Co. of Poughkeepsie, N. Y., was pre- 
sented to the directors last week, the 
business of the company showing a 
good increase in premium receipts of 
the same period last year. 

The Dutchess Fire is now opening 
up new territory in the Middle West 
which will add 150 new agents to its 
force. 

After hearing the report, the direc- 
tors declared a semi-annual dividend of 
three per cent. 





LOCAL MANAGER AT PHILA. 





William Haverstick to Handle the 
Business of the Jefferson Fire in 
Its Home City. 


President A. N. Stewart, of the Jef- 
ferson Fire, of Philadelphia, announces 
the appointment of William Haverstick 
as local manager for the Company in 
its home city. The new appointee is 
widely known to the underwriting fra- 
ternity of the Quaker City having been 
prominently identified therewith for a 
long time. For over twelve years Mr. 
Haverstick was identified with. the 
agency firm of Wagner and Taylor, and 
again was associated with.A. M. Wal- 
dron for five years. He has covered a 
number of divisions of the business, but 
is peculiarly posted on inspection work, 
having specialized in that direction be- 
fore taking “the counter.” He is gen- 
erally regarded as an acquisition and 
the Jefferson is complimented upon get- 
ting his services. Mr. Haverstick will 


join the Company on the first prox. 











Surplus Lines London Lloyds 
Guaranteed Underwriters Only . 


We can furnish you two policies covering up to $60,000 on a single risk 
in seventeen (17) syndicates composed of 116 guaranteed names of 
London Lloyds Underwriters that accept American fire business through 
our office. Immediate binders given ; 10% commission paid. If you are 
short of insurance send us full information, including list of the principal 
represented companies and amounts they carry. . 




































































We invite your patronage and promise careful attention to your 
interest. 


MARSH & McLENNAN 


New York Office, 54 William St. Chicago Office, 159 La Salle St. 





Calumet Insurance Company 
CHICAGO 








WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 


Managers Accident and Health Department 


PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
for New Jersey Incorporated 1868 Assets Over $18,000,000 
Third oldest American Company writing Accident and Health Insurance. 
Assets over $18,000,0.0. Stockholders’ Liability unlimited. Double 
Indemnity Clause includes while on the Platform, Steps and Running- 
Board of any public conveyance. Physicians, Surgeons, Undertakers 
and Dentists receive all benefits of preferred risk without extra charge. 
SEE OUR NEW SAMPLE POLICY. NONE BETTER. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 

Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 











SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 ! 
Financially able to meet its every obligation, and prompt and liberal in doing so 


GRINNELL AUTOMATIC SPRINKLERS | 


STEAM AND HOT WATER HEATING AND POWER PIPING 


GENERAL FIRE EXTINGUISHER COMPANY 


Executive Offices ° ° » a é 








Provinence, R. I. } 














WOOD BROTHERS & COMSTOCK | 
GENERAL AGENTS 


REPRESENTING ' 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. } 
CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANGE GO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivanie. 
WESTERN RESERVE iNSURANCE OO., of Onle 


100 WILLIAM STREET - - - - New York 
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CASUALTY AND 


SURETY HAPPENINGS 





CHALLENGES OPINION. 





~ 
W. Brosmith Disagrees With Attorney- 
General of Texas Over Latter’s Rul- 
ing on Accumulation Feature. 





Underwriter last 
reprinted in its entirety the 
opinion held by Acting Attorney Gen- 
eral James D. Walthall, of Texas, con- 
cerning the accumulation feature of 
personal accident insurance policies. 
Sharp issue is now taken with the Attor- 
ney-General’s conclusions by William 
Brosmith, general counsel of the Trav- 
elers Insurance Company and manager 
of the Bureau of Publicity of Casualty 
Insurance. Be it said in passing 
that Mr. Brosmith’s criticisms are 
based upon knowledge gleaned from 
a liberal extract from Mr. Walthall’s 
opinion, but before the full text thereof 
was before him. 

Mr. Brosmith says: 
he’ (the 


opinion 


the Eastern 


we 


In 
week 


“We assume that 

attorney-general), bases his 
upon chapter 108, Section 19, 
of the Acts of the Thirty-first Legisla- 
ture, which appears as Section 202 in 
the Insurance Laws of Texas (1999), 
as complied by the Commissioner of 
Insurance and Banking. This section 
provides: 

No insurance company doing business in 
this State shall make or permit any distine 
tion or discrimination in favor of individuals 
between insurants (the insured) of the same 
and of equal expectation of life in the 
umount of or payment of premiums or rates 
charged for policies of life or endowment 
insurs or in the dividends or other ben 
efits payable thereon, nor shall any such 
company agent thereof make any contract 
of insurance or agreement to such 
other than as expressed in the policy 
or shall any such company 


class 





we, 


or 


as con 






















nt, solicitor or representa 

llow or give or offer to 

. directly or indirectly, as 
an inducement to Insurance any rebate of 
premium payable on the policy, or any spe 
cial favor ce in the dividends or 
ther be thereon, or any paid 
employment or services of any 
kind, or > yn or induce 
mie wl in the policy con 
tract of j sell or purchase or 
ffer te ase as an induce 
nent t connection therewith 
inv st securities of any 
insura er corporation, as- 
win or any dividends 
t ny thi ng of 

\ m icy: 
o special 
oa vision by the 
t« share or 


1 derived from 
y portion of the 
Any company 


: of this act shall be 








164 1 misdemeanor and upon 
ivie shall be punished by a 
fine of not 1 than one hundred dollars ner 
more than five hundred dollars, and the said 
company shall an additional penalty for- 
fi its certificate of authority to do busi- 
ess in this State ind the said agent shall 
widitional penalty orfeit his license 

{ do busi s in th State for one year; 
provided the mpany shall not be held liab le 
ler this act for any act of its agent unless 

h act wa iuthorized by its president, 

f its vice-presidents, its secretary or as- 
‘ ecretary or by its board of directors 

“In terms this section controls only 
contracts of life or endowment insur- 
ance but, assuming that under Section 
5b of Chapter 108 of the Acts of the 
Thirty-first Legislature, Section 205, 
in the Insurance Laws of 1909 (same 
compilation), to-wit: 

All provisions of the laws of tie State 
pplicable to the life, fire, marine, ghtning 
w tornado insurance companies ey so far 
is the same are ippli ce ble, govern and apply 
to all compar nsacting any other kind 
if ranee isiness in this State, so far 
< t in conflict with the provisions 
f specially applicable thereto 





the first section above quoted may be 
to contracts of 


held to be applicable 
accident insurance, which I should 
hesitate to admit, what is there in 
Section 19 (202), which can in any way 
affect Accumulations upon accident 
contracts? 

‘The provision known as_ the Ae- 
cumulative Provision is substantially 
this: 


If the premium shall be paid annually in 


on consecutive full year’s senowal 
of the policy shall add per cent. to the 
principal sum of the first year until such 
addition shall amount to fifty per cent. and 
thenceforth, so long as the policy shall be 
maintained in force by the payment of the 
annual premium in advance, the insurance 
will be for the original principal sum plus 
the accumulations. 

“So long as the Accumulative Pro- 
vision is inserted in all contracts is- 
sued ‘by a company to insurants of the 
same class and for the same amount 
of premium and such contracts are is- 
sued to all persons who may apply 
and qualify for the class, surely it can- 
not be said that a company which so 
inserts the Accumulative Provisioa 
makes or permits any distinction or 
discrimination in violation of the sec- 


advance, 


tion above quoted. We assume that 
the Acting Attorney-General relies 
upon this portion of the section for 


the remaining prohibitions are clearly 
not applicable. 

“Again, assuming that 
under discussion applies to 
of accident insurance, we agree with 
the Acting Attorney-General that it 
would be a discrimination for an acci- 
dent insurance company to give with- 
out adequate charge to a new iasurer, 
who had previously been insured in 
some other company, Accumulations 
or additional benefits which he had 
earned under his contract with the lat- 
ter company. This, indeed, would be 
a discrimination. 

“But upon the general 
that all Accumulations are 
of the law we do not believe that the 
Acting Attorney-General will be sus- 
tained. The reasons given in that por- 
tioa of the opinion which is quotefl in 
the Journal of Commerce are not at all 
convincing and manifestly are based 
in part at least upon erroaeous as- 
sumptions. (For instance— 
The policyholder who has been 
company for three vears is not, accord 
ng to the experience of the companies, any 
better risk than a new policyholder who has 
ever been insured at all 

“In this may be true, but 
every waderwriter knows 
that in most respects and important 
ones at that this is not true. 

“Again, he says: 


the sectioa 
contracts 


proposition 
violatioas 


insured in 
the 


one 
experienced 


sense 








It involves a discrimination for a company 
to give thirty per cent. accumulations or 
added benefits >a person who has been in 
sured with the company for three years and 
not grant to a new policyholder the same 
accumulations. 

“As well might one say that it would 
be a discriminatioa for a fire insur- 
ance company to give to a policyholder 


a three-year fire policy for a two-year| 


premium, because policyholders who} 
take out one year fire policy, pay the} 
full annual premium.” 


ANOTHER WISCONSIN MUTUAL. 





Manufacturers Elect to Get Under 
Compensation Law and Form 
Companies. 


mutual liability associa- 
tion has been formed by the manufac 
turers of Milwaukee, to take care of 
their liability under the new compensa- 
tion law of Wisconsin. The other com- | 
pany was organized to take care of the 
manufacturers located in the northern | 
and central part of the State and this 
one will be equally as large, but will 
confine its operations to the eastern 
section with Milwaukee as the center. 
Attorneys familiar with the  pro- 
visions of the law and expert insur- 
ance men are working on the plan of 
the new company, and it is expected that 
many of the largest employers in Mil 
waukee will become members. Manu- 
facturers all over the State are filing 
notice that they wish to come under 
the act among the most recent being 
the International Harvester Co., Mil 
waukee Electric Light and Railway and 
some big leather manufacturers. 


Another big 


NATIONAL’S BURGLARY MANAGER. 


A. U. Quint Leaves Chicago Office of 
American Bonding to Come to 
New York. 


A. U. Quint, well-known throughout 
the western field as a burglary and 
general casualty underwriter, has been 
niade manager of the burglary depart- 
ment of the National Surety Co. Mr. 
Quint was the organizer and for years 
the general manager of the Bankers 
Mutual Casualty Co. of Des Moines. 

He had been also manager in Iowa 
and Nebraska for the Aetna Indemnity 
Co. For several] years past he has 
been Chicago manager for the American 
Bonding Co. Mr. Quint has had an 
extensive experience both in the home 
Gffice and field and will be a valuable 
acquisition for the National. 





URGES LIABILITY MUTUALS. 


Commissioner Crownhart of Wisconsin 
Explains State’s Policy to 
Employers. 





Chairman Crownhart of the Wiscon- 
sin Industrial Commission addressing 
an association of employers the other | 
day, urged them to take advantage of | 
the new liability law of that State and | 
form mutual liability companies. 

“The public policy of the state has | 
been declared by the enactment of the | 
compensation act,” said Mr. Crownhart. | 
“The expense of compensation is a/| 
legitimate part of the operating ex- 
pense of public utilities. But is the ex- 
pense of liability insurance under the | 
old law for protection only, legitimate 
as an operating charge? Whatever the 
legal aspect of this proposition may be, 
we have no hesitancy in saying that} 
public utilities no longer, ought to be 
allowed to insure merely for their pro- 
tection and charge the premiums to 
operating expense, which is merely 
equivalent to charging such premiums 
to the public. The public should be 
required to pay such expenses of these | 
utilities as is made in pursuance of ~ 
public policy of the State.” 





Frankfort’s Industrial Manager. 


A. : J. Siounian. who during the past 
twelve years has been associated with 
several casualty companies, is to have 
charge of the industrial accident depart- 
ment of the Frankfort Marine, Accident 
and Plate Glass. 


BRITISH AMERICA 
ASSURANCE CO. 


INCORPORATED 1833 
Head Office: Toronto, Canada 
UNITED STATES BRANCH 


January 1, 1911 








oats since siadepateodshaen tn $1,596,003.08 
Oe ee 688. 891.93 
HON. GEO. A. COX, President 


W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen. Manager 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 


EXECUTIVE OFFICE 
30 Vesey Street, New York 


AGENCIES 
178 Devonshire Street, 
624 Monadnock Building, 
1309 Traction Building, 
731 Wabash Building. 
608 Dwight Building, 
915 Postal Building, San Francisco. Cal. 
326 Central Building, Seattle, Wash. 
Utiea Fire Alarm Telegraph Co. — 

tica, 


Ut 
The Northern Electric & Mfg. Co., Ltd 
ontreal, C ‘an. 
General Fire Appliances Co., Lid., 
ohannesburg. South Africa 
Colonial Trading Co., Ancon ; 
Canal Zone, Panama 
F. P .Danforth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 


Boston, Mass. 

Chicago, Lil. 
Cincinnati, O. 
Pittsburg, Pa. 
Kansas City, Mo. 











FIRE ASSOCIATION 


Organized 1817 Incorporated 1820 


Cash Capital $750,000 


E. C. IRWIN, President ?. 
M. G. FARRTIUES. See. an 
R. N. KELVLY. ¢ sst. Sec. ¢ 





LOGUE BROTHERS & CO. 


249 FOURTH AVE., PITTSBURG, PA. 
GENERAL AGENTS 


REPRESEN 


Office: Company’s Building, 407- 


Assets $8,781,315.14 
H, CONDERMAN, Vice-President 


GEORGIA HOME INSURANCE CO. 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CO. 


PHILADELPHIA 
409 Walnut St. 
Charter Perpetual 





d Treas. 
and Treas. 


1817 
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THE SCRANTON FIRE 


INSURANCE COMPANY 





SCRANT 


«‘NOT THE OLDEST—NOT THE LARGEST—JUST AS GOOD” 


Agency Connection Solicited Where Not Represented 


ON, PA. 











LECITIMATE SURPLUS LINES 





Extra facilities fe 


of legal process. 





or Local Agents 


The Yorkshire Insurance Company, Ltd. 


OF YORK, ENGLAND 
FRANK & DuBOIS, U. S. Correspondents, 


Authority to adjust and pay all Losses, and Power of Attorney to aceept service 


47 William St., New York 


Funds held on deposit in New York banks for protection of American policy-holders. 
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ANBRICAN BANKERS ASSU: 


ITS RECEIVERSHIP SUSPENDED. 





Missouri Supreme Court Acts in Litiga- 
tion and Orders Further Hearing 
in October. 


By order of Chief Justice Leroy B. 
Valliant, of the Supreme Court of 
Missouri, the receivership of the Amer- 
ican Bankers Assurance is set aside 
and a further hearing set for October 
1, 1911, when the future of the corpora- 
tion will be passed upon. 

A circular letter to the stockholders 
of the Company issued under date of 
the 5th inst. advises: 

“Several of our stockholders have 
prought to us a printed circular pre- 
pared and sent to them by Mr. John 
B. Christensen, which purports to be 
a copy of the petition filed in the Cir- 
cuit Court of the City of St. Louis by 
several of our stockholders, asking for 
the appointment of a receiver for the 
Company and that the stockholders’ 
meeting which is to be held in this 
city the 9th inst. be enjoined and 
that the offiers of the Company be en- 
joined from exercising their functions 
as officrs. 

“It is true that such a petition was 
filed and true also that the Circuit 
Court appointed a receiver and granted 
an injunction in conformity with its 
prayers. But this action was taken 
upon the exparte affidavit of Mr. John 
S$. Leahy attorney for the plaintiffs who 
stated in the affidavit that he had no 
personal knowledge of the facts and 
that his affidavit was based upon state- 
ments made to him by Mr. Christensen 
and others; and it is a fact of special 
significance that this affidavit does not 
appear in the printed copy sent out. 
The Cireuit Court made the order with- 
out affording this Company or any of 
its officers an opportunity to be heard 
in its defense. After the issuance of 
the order, the attorney for this Company 
tried to prevail upon Mr. Leahy to 
agree upon a date for a hearing of the 
matter which would permit the stock- 
holders to assemble on the 9th day of 
August, to elect their directors and 
transact such other business as might 
be called before them, but this request 
was not acceded to. Whereupon, this 
Company proceeded to invoke the only 
remedy that was left to it to prevent 
injustice being done, by employing the 
aid of the Supreme Court to prevent 
the enforcement of the order of the 
Circuit Court appointing a receiver and 
enjoining the stockholders’ meeting. 

Review of Court Action. 

“The petition presented to the Su- 
preme Court, after reciting the history 
of the litigation and showing that the 
order of the Circuit Court was made 
without notice to the Company and the 
other defendants and without giving 
them an opportunity to be heard in 
their defense, alleged that the action 
for the appointment of a receiver and 
for the issuance of an injunction wag 
improvidently, wantonly, and recklessly 
brought, in total disregard of the rights 
ef defendants and of the rights and 
interests of the stockholders of said 
Company, and that the plaintiffs in said 
proceeding were the agents of John B. 
Christensen and were members of the 
faction headed by him, and that said 
proceeding was instituted at his instiga- 
tion for the mere purpose of prevent- 
ing the stockholders of this Company 
from holding the annual meeting, where 
they could elect directors to represent 
them and carry out their wishes. 

“Mr. Leahy, the attorney for Mr. 
Christensen, was notified of the appli- 
cation for a writ of prohibition in the 
Supreme Court and was given an op- 
portunity by that court to appear and 
be heard in the matter. The case was 
heard before the Court on Thursday, 


on 


August 4th, and Mr. Leahy was given | 
every opportunity to present his case | 
and substantiate the charges contained 
in his petition, and after the matter 
had been presented by Mr. Leahy rep- | 
resenting Mr. Christensen and _ the 
nominal plaintiffs in the action, on the 
one hand, and by the attorney for the 
Company on the other, the Honorable 
Chief Justice of the Supreme Court 
issued a preliminary writ of prohibi- 
tion, directing the Circuit Judge to stop 
all proceedings in the matter and pro- 
hibiting the receiver from performing 
any act whatever as receiver, thereby 
holding that the Circuit Court was in 


error in appointing a receiver and 
issuing an injunction. A copy of the 
writ issued by the Honorable Chief 


Justice is herewith enclosed. 

“We doubt not that this writ, issued 
after a full hearing and an impartial 
investigation by the Supreme Court, 
will carry greater conviction to the 
minds of the stockholders as to the 
baselessness of the charges contained 
in the petition for a receiver, than will 
the order of the Circuit Court granting 


cut investigation and without giving 
the Company a chance to be heard in 
its defense, carry conviction to the 
contrary. 

Rap Christensen. 

“It is evident that the only purposes 
Mr. Christensen had in mind in bring- 
ing this suit for a receivership was to 
prevent the stockholders of this Com- 


pany from holding a meeting where 
they could discuss and consider the 
affairs of the Company, call Mr. 


Christensen to account for the matter 
in which, without warrant or authority, 
he has invested the funds of this Com- 
pany, and where they could elect a 
board of directors to represent them 
and carry out their wishes with respect 
to the administration of the affairs of 
the Company. The order of the Circuit 
Court would have enabled him to carry 


out this purpose, but fortunately the 
Supreme Court has stepped into the 
breach and has issued an order which 


will result in protecting the interests 
of the stockholders and will enable 
them to effectuate their desires. 

“The meeting of the Company will 
positively be held on Wednesday, 
August 9th, and we hope you will be 
present either in person or by proxy.” 


AUTOMOBILES LEAD 


Among Death Dealing Vehicles—July 


a Record Month For 
Accidents. 
More persons were killed in New 


York city during July by vehicles of all 
types, than in any previous month on 
the records of the National Highways’ 
Protective Society which compiles sta- 
tistics of accidents. Of all kinds of 
conveyances automobiles head the list 
for the number of persons killed. 

In the five boroughs of New York, 
fifty-three persons were killed during 
the month, an average of .06 a day. 
In the same time 215 were injured. Of 
the killed, 22 were children under six- 
teen years of age. Automobiles claim- 


ed 19 victims, an increase of 100 per 
cent. over the same month last year 
when nine were killed. Wagons were 
a close second with 18 victims, while 
trolley cars show 16. 

In the state outside of New York 
city, there were 13 accidents due to 
grade crossings in which 16 persons | 


were killed and 22 injured. Of the 13 
accidents, automobiles figured in 10 and 
wagons in 3. 


Asks $12,000 for Crushed Arm. 


Suit for $12,000 damages has been 
instituted against the Hedden Construc- 
tion Company of Newark N. J., by 
Joseph Lauter, a painter of the same 
city. The plaintiff asserts that while 
employed by the defendant company 
on May Sth last he was thrown from 
a scaffold and his right arm so badly 
injured as to necessitate its amputa- 
tion 








BIG OPPORTUNITY $$$ PERMANENT INCOME 





INCOME. 





SEND FOR “THE TORCH.” 


Address G. MONTAGU NETTLESHIP 


United States Manager Industrial Department 


CREAT EASTERN CASUALTY CO. 


55 JOHN STREET, NEW YORK 


I have the greatest Industrial Agency proposition for a LIVE 
man, or firm, that can develop whole or part territory of pros- 
perous EASTERN OR WESTERN STATE. 
If you are a Collector or Solicitor, and can give an hour or so 


of your time daily, let me show you how to DOUBLE YOUR 











LIABILITY LAW WORRIES THEM. 


They Don’t Know Whether the Policies 
Cover Under New Compensation 
Law. 


Milwaukee, August 9.—The casualty 
agents here are wondering where they 
are at in the wage compensation mud 


dle that has hit Milwaukee and the 
whole State. When the compensation 
law was passed to go into effect on 


September first, the casualty companies 
instructed their agents here to attach 
a clause to all liability policies exempt 


ing the companies from all liability un 
der any compensation law. Under the 
peculiar conditions of the Wisconsin 
law, it seems as though these policies 
will be valueless after September 1. 
The agents are trying to find out 
whether the policies they are selling 


now will be of any use to an employer 


who does not elect to go under the 
compensation law. In such cases the 
three common law defenses usual in 
damage suiis will not be available to 


the employer. 


Although nothing definite seems to 
be known as to what the stand of the 
casualty companies will be when the 
law goes into effect, it is believed that 
they are preparing policies to cover 
the increased hazard and are making 
up the rates to apply on this business 


It is pointed out that this course was 
followed in the case of New Jersey 
and that by September 1, the casualty 
companies will be ready to meet the 
new conditions, not only for Wisconsin, 
but for the other western states that 
have recently enacted compensation 


legislation. 

AUTOMOBILE HAZARD. 
Experience of One Company in Dealing 
With the Risk—Losses Rapidly 
Increasing. 

At the recent convention 0 the 
International Association of Accident 
Underwriters inquiry was made as to 
what extent, if 
of automobiles 
accident insurance 
While the common concensus of 


any, the growing us 


writing companies? 


increased the hazard to 
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increased hazard was 
no one was prepared to 
state Just to what extent it was true 
The Pacific Mutual Life of California 
has kept careful record of such acci- 
dents and ort Ms experience a 
lows 
“Of late the Company has had several 
nquiries aS to accidents to automobik 
operators, and for the benefit of our 
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ISSUE EXTENDED PROGRAM 


FOR ACCIDENT UNDERWRITERS. 








Subjects That Will be Considered at 
Forthcoming Gathering of the 
Detroit Conference. 





In view of the investigations now un- 
derway by various State insurance de- 
partments into the practices generally 
employed in the industrial health and 
accident fields, unusual interest attaches 
to the forthcoming convention of the 
Detroit Conference. 

The program for the gathering is an 
extended one, and is as follows: 

Order of Business. 
FIRST SESSION. 
Wednesday at 11 A. M., Aug 

1. Call to Order. 

2. Address of Welcome.—Hon. O. E. 
Dores, Mayor of Niagara Falls. 

3. Response.—A. E. Forrest, vice-pres- 
ident North American Accident Insur- 
ance Company, Chicago; president In- 
ternational Association Accident Under- 
writers. 

4. Calling of Roll and Reporting of 
Committee on Credentials and Seating 
of Delegates. 

5. Reading of Minutes. 

6. President’s Address.—C. H. Boyer. 

7. Special Report of Executive Com- 
mittee.—W. H. Jones, chairman. 

8. Report of Secretary.—L. E. Brown. 

9. Report of Treasurer.—C. H. Brack- 
ett. 

10. Report of Auditing Committee.— 
W. H. Howland, chairman. 

11. Announcements: 

a. Entertainment Committee, 
Koch, chairman. 

b. Photograph Committee, C. H. Clem- 
ens, chairman. 

c. Banquet Committee, E. G. 
son, chairman. 

Order of Business. 
SECOND SESSION. 
Wednesday at 2.30 P. M., Aug. 16, 1911. 

12. General Report of Executive Com- 
mittee —W. H. Jones, chairman. 

3. Report of Law Committee.—Hoin. 
J. J, Lentz, chairman. 

14. Report of Agency Bureau Commit- 
tee.—R. R. Koch, chairman. 

15. Report of Physician’s Committee. 
L. O. Chatfield, chairman. 

16. Report of Taxes, Licenses and 
Fees Committee.—E, Gilbert Robinson, 
chairman. 

17. Report of Bureau of Publicity.— 
H. G. B. Alexander, chairman. 

18. Address.—V. D. Cliff, Detroit, 
Mich., president Federal Casualty Co 
“Early History of the Monthly Payment 
Plan of Health and Accident Insurance.” 

19. Address.—Dr. W. A. Granville, 
Ph. D., LL. D., Gettysburg, Pa., presi- 
dent Pennsylvania College. 

20. Address.—Louis A. Amonson, Phil 
adelphia, Pa., president People’s Nation- 
al Fire Insurance Company. “Preven- 
tion of Accidents.” 

21. Address.—George W. Hatch, New 
York city, editor Insurance Age. “Some 
Industrial Problems in the United 
States.” 


16, 1911. 


R. R. 


Robin- 





Order of Business. 
THIRD SESSION. 
Thursday at 10 A. M., Aug. 17, 1911. 
22. Discussion of President’s Report. 
23. Discussion of Executive Commit- 
tee’s Report. 
24. Report of Claims Committee.—F. 
S. Dewey, chairman. 
25. Special Claim 
Dewey, presiding. 
26. Address.—L. O. Chatfield, Detroit, 
Mich., president Phoenix Preferred Ac- 
cident Insurance Company. “Relation 


Session.—F. § 


of Agency and Claims Departments.” 
27. Address. —C. W. Frain, Phiiadel- 





phia, Pa., chief claim adjuster American 
Assurance Company. “Early Claim 
Losses.” 

28. Address.—C. W. Ray, Indianapolis, 
Ind., secretary and treasurer Hoosier 
Casualty Company. “Policy.” 

29. Address.—J. S. Wilson, New York 
city, chief claim adjuster Great Bastern 
Casualty & Indemnity Company. “Med- 
ical Attendance vs. Disability.” 

30. Address.—F. H. Goodman, South 
Bend, Ind., president Home Accident In- 
surance Company. “Advance Payment 
of Claims.” 

31. Special Topics for General 
cussion: 

1. To what extent should final proof 
of claim be required? 

2. Should ithe Policy Contract be ad- 
hered to in respect to notice of disabil- 
ity as required by the New York Stan‘- 
ard Provision Law, which gives twenty 
days for the giving of notice of acci- 
dent and ten days for illness? 

3. What is a low, reasonable or high 
loss ratio in relation to premium re- 
ceipts? 

4. Relation of experience in handling 
dishonest claimants. 

Thursday at 8 P. M., Aug. 17, 1911. 

Banquet.—Louis H. Fibel, New York 
city, N. Y., president Great Eastern 
Casualty & Indemnity Company, toast 
master. 


Dis- 


Order of Business. 
FOURTH SBSSION. 

Friday at 10.30 A. M., Aug. 18, 1911. 

32. Address.—Robert R. Dearden, Jr., 
Philadelphia, Pa., editor United States 
Review. “Helpful Publicity.” 

33. Address.—F. Norie Miller, J. P., 
Perth, Scotland, general manager Gen- 
eral Accident Fire & Life Assurance 
Corporation, Ltd. “Workmen’s Com- 
pensation.” 

34. Address.—James V. Barry, assist- 
ant secretary Metropolitan Life Insur- 
ance Company, New York, N. Y. 

35. Report of Special Committees. 
36. Report of Agency Committee.—F. 

Davy, chairman. 

37. Special Agency Session.—F. 
Davy, presiding. oi 

38. Address.—H. A. Behrens, Chicago, 
Ill., United States managing agent Pa- 
cific Mutual Life Insurance Company. 
“Agents at Auction.” 

39. Address.—C. Leonard MeNeil, Bos- 
ton, Mass., president Massachusetts Ac- 
cident Company. “Lapses.” 

10. Subjects for General Discussion: 

1. What is the best method of over- 
coming the difficulty in securing new 
agents? 

2. What is the best method of hold- 
ing agents wider existing conditions? 

3. Can good results be obtained by 
salaried field men going into a general 
agency to secure sub-agents and new 
business? 

4. How should agents be compensated 
and to what limit? 

5. What is the best method of hand- 
ling premium collections? 

Order of Business. 
FIFTH SESSION. 
Saturday at 10.30 A. M., Aug. 19, 1911. 

41. Address.—C. P. Orr, Birmingham, 
Ala., president Southern Mutual Aid As- 
sociation. “Evolution of Industrial In- 
surance.” 

42. Weekly Departmental 
C. P. Orr, presiding officer. 

43. Address.—Thomas W. Leonard, 
Brooklyn, N. Y. “From the Agent’s 
Standpoint.” 

44. Subjects for General Discussion: 

1. How should agents be compensated 
for writing new business and to what 
limit? 

2. To what class, if any, should the 
solicitation of weekly business be espe- 
cially directed? 

3. What class of men make the best 
agents? 

4. Would a natural death benefit, not 
to exceed one hundred dollars, decrease 
the lapse ratio? 

5. How long should an agent be held 
responsible for lapses? 

15. Deferred Business. 

. New Business. 

. Election of Officers. 

. Date and Place of Next Meeting. 
. Adjournment. 


Dz. 
D. 


Session.— 


BURGLARY. [RATES REVISED 


SOME LINES ADVANCED SHARPLY. 





Mercantile Schedule Undergoes Many 
Changes—Fur and Feather Stocks 
Effected Most. 





The mercantile burglary manual of 
rates has just undergone a general re- 
vision, the Burglary Insurance Under- 
writers’ Associaticn making some sharp 
advances in the rates on certain classi- 
fications. The greatest change is in 
the rates on fur and feather stocks, 
coming under group 4. The new rates 
for this group are $30 for the first $1,- 
000; $55 for $2,000; $75 for $3,000; $93 
for $4,000; $108 for $5,000, and $10 
extra for each $1,000 additional insur- 
ance. 

These rates are from 25 to 40 per 
cent. higher than the old rates. 
went into effect on August 
throughout the United States except- 
ing Cook County, Ill, where 50 per 
cent. additional is to be charged. Where 
there is a -urglary alarm attachment 
connected vith a central staiion, there 
will be reduced 20 per cent. Other dis- 
counts allowed are 10 per cent. for 
alarm with outside gong; 15 per cent. 
for private inside watchman; 5 per 
will go into effect on August ist 
cent. for watchman in the building and 
5 per cent. for watchman on the block. 

There were also changes in the mer- 
cantile safe schedule and messenger 
and paymaster hold-up rates. The 
basic rate for the latter is now 14% per 
cent. outside of cities and towns. When 
accompanied by guard, it is 1 per cent. 
and two guards, 80 cents per $100. In 
cities and towns when unaccompanied, 
the rate is 1 per cent. with % of 1 per 
cent. for one guard and % per cent. for 
two. There are further discounts of 
from 5 to 25 per cent. for additional 
protection. The rates quoted as basis, 
are annual rates and term policies must 
be computed at 2% times the annual 
premium for three years, with a mini- 
mum premium of $10 and three times 
the annual premium for five year poli- 
cies with a minimum of $25. 





Commissions in Liability Field. 


During the session of 1910-11, there have 
been introduced in the legislatures of nearly 
all of the States various bills concerning 
Employers’ Liability and Compulsory Work- 
men’s Compensation, drawn by civie associa- 
tions, by labor organizations, by individual 
legislators; bills removing one by one prac- 
tically all the defenses of the employer 
against claims for damages by injured work- 
men; bills granting compensation to work- 
men without regard to negligence, some at 
the expense of the individual employer, some 
at the expense of employers as a body, some 
dividing expense between employer and em- 
ploye, of? between employer, employe and the 
State. In Washington and Ohio laws have 


been enacted providing that the State i 
the business of furnishin ee m4 
such injuries. © tneurence against 
ut whatever the form of the legicis 

by whomever drawn, whether civic ae 
labor agitator or individual legislator, one’ 
perhaps the principal, end sought to be se. 
cured, has been always the lessening of an 
ge great difference between the amount 
aid by employer and the amount received 
y injured employe. Some difference bet ween 
these amounts will always exist; the dispar- 
ity, however, is nowhere nearly so great as 
would appear from figures frequently quoted 
since those who quote the figures have usual. 
ly confused the different forms of liability 
insurance in such a way as to make their 
statistics valueless. 





The introduction of these bills to a cer 
tain degree has reflected an already exist- 
ing public sentiment and the publicity at- 
tending this legislation to a still creator 


degree has created and developed a 
sentiment on this subject. 


public-spirited man will sympathize, and in 
all efforts to secure this result we believe 
that every company writing liability insur 
ance will co-operate to the extent of its 


liability. 

Each company must determine how it ean 
assume the increased liability due to late 
legislation without increasing the premiums 
in the same proportion. The premium, as 
was explained in June Talks, is made up 
of the expected loss and all necessary ex- 
penses. The increase in liability does make 
necessary a decided increase in rates over 
the old rates, but the just and prudent man- 


ager will see that no increase on account 
of any expense is made except when that 
expense is necessarily increased. 

Unless the companies, supported by the 
men in the field who write the business, 


show a genuine desire to so co-0} 
inevitably in the end there will be an at- 
tempt to entirely eliminate from the situa- 
tion companies and agents either by an ex- 
tension to other States of further legislation 
of the same character as that begun in Wash- 





ington and Ohio, or by the formaticn of 
mutual liability insurance associations among 
employers. Employers are arguing every- 
where that while rates must be increased 


to cover the increased hazards, there is no 
reason why they should be required to pay 


any greater amounts to cover commissions 
to salesmen that they did last year. 

The solicitor is necessary since very few 
men seek insurance unsolicited, and his com- 
mission is one of the expenses that help 
to make up the new rate. He should he 
paid, and as well paid as he was last year, 
but under the rule laid down above not at 


the same percentage as last year, since that 


would be increasing this particular expense 
unnecessarily and unjustifiably. As was ex- 
plained in the June and again in the July 
issue, the average effort to write any given 
risk this year will not be greater than for 


the same risk last year, the general realiza- 
tion of the necessity for this protection fully 


offsetting any difficulty in securing the larger 
premium. 

The solicitor, who is awake to his own 
interests, who reads aright the signs of the 
times, who appreciates the spirit and _inten- 
tion underlying the legislation already en- 
acted and the further legislation contemplat- 
ed, will realize that the company which cuts 
out every possible cent of expense in fram 
ing its rates to cover the liability imposed 
by these new laws, shows not only a wise 
publie spirit, but also sound business sense, 


and is consulting in the long run the true, 
best interest of its agents. The companies 
certainly will not oppose a just public senti- 
ment. They are officered and managed in the 
main by broad-minded, public-spirited men — 
“Talks of New Amsterdam Casualty Co.” 





GENERAL AGENCY OR RESIDENT MANAGERSHIP WANTED 


WITH HEADQUARTERS EITHER IN 
ROCHESTER, BUFFALO, CLEVELAND OR DETROIT, ROCHESTER PREFERRED 





man who CAN AND WILL do things, 


HAVE HAD several years experience in both office and field. ABILITY compe- 
tent to ORGANIZE territory and HOLD MEN, as past record will prove. 
produce excellent record as regards personal production of business. 
sider Special Agency, providing proposition was at all attractive. 
edge propositions will be considered, but if you would care to get in touch with a 


Can also 
Would con- 
Nothing but gilt 


Address “ ABILITY,” 
care of The Eastern Underwriter, 


105 William Street, New York City. 








Assets.... 


Fidelity Bonds, Surety 








Capital and Surplus........-. 
Losses paid to June 30, 1911 


THE FIDELITY AND CASUALTY COMPANY 


92-94 Liberty and 97-108 Cedar Streets, New York City 


$10,160,849.69 
2,926,230.29 
36,063,720.35 


This Company grants insurance as follows: 
sonds, 
Boiler, Fly Wheel, Employers’ } 8 
mobile, Workmen’s Collective, Workmen’s Compensation, Elevator, 
and General Liability, Personal Accident, Health, Physicians 
Liability, and Druggists’ Liability. 


Burglary, Plate Glass, Steam 
Liability, Public, Teams, Auto- 
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BOGE ANSWERS CRITICISMS 


OF JERSEY’S COMPENSATION LAW. 








Author of Measure Replies to Charges 
of Standard Oil’s Attorney—Points 
to Experience in Europe. 





Some weeks ago Col. Charles W. 
Fuller, legal representative in New 
Jersey for the Standard Oil Company, 
in a published interview characterized 
the new workmen’s compensation law 
of ihat State as being ‘“damnably 
absurd.” 

Resenting this attack State Senator 
Ww. E, Edge, who is largely responsible 
for the preparation of the measure, in 
a signed statement to the “Newark 
News” answers Col, Fuller in this 
fashion: 

Colonel Edge’s Statement. 

‘My attention has been called to an 
interview with Colonel Fuller, attorney 
for the Standard Oil Company, appear- 
ing in a recent issue of the News, 
criticising the workmen’s compensation 
act, passed by the last Legislature. 

“The article reported in addition that 
the Standard Oil Company and some 
cther large corporations proposed to ig- 
nore the compensation feature of the act 
and to attempt to have declared uncon- 
stitutional the employers’ liability sec- 
tion. 

t is surprising that influential cor- 
porations do not co-operate, with the 
idea of assisting in the solving of this 
question, rather than obstruct in this 
manner. 

olonel Fuller, if he is correctly 
quoted, characterizes the compensation 
feature as absurd, apparently not re- 
alizing that it is ‘based on a compara- 
tive scale with other existing acts, and 
t practically every country except 
America is now successfully operating 
under similar methods. 

wonder if Colonel Fuller considers 
former system in vogue in New 


Jers and other States absurd, when 
ur j insurance statistics plainly 
mstrate that 75 per cent. of the 


m yns of dollars paid to indemnity 
ance companies by employers is 
wasted in contest, and only 25 per cent. 
really goes to the injured, not to speak 
of the time consumed in costly litiga- 
tion, and the continued spirit of an- 
tagonism between employer and employe. 
But still, if the interview is correct, 
the Standard Oil Company prefers the 
old way. 
What Does Company Fear? 

“Tf, as the colonel stated: ‘The 
Standard takes care of its employes as 
a matter of philanthropy, etc.,’ then 
what has the colonel’s company to fear 
by the operation of the new law, as the 
scale of payments is generally considered 
most reasonable? Some one must look 
after the injured at all events, and 
why not the employer, thus properly 
charging the expenses against the cost 
of production, the same as any other 
expense, rather than having the injured 
depend on charity? In the final analysis 
the consumer will and should bear such 
burdens. 

“That’s all the new law is designed to 
accomplish, i. e., that the millions al- 
ready spent by the employers be equit- 
ably distributed in reasonable com- 
pensation whether through the insur- 
ance companies or direct, rather than 
wasted in litigation. 

“It was most reassuring during the 
progress of the legislation that winter 
to come in contact with many large 
employers who agreed absolutely with 
the principle and plan, and who pro- 
posed to abide by its provision and 
ssist in every way. And since then the 

tion of the Public Service and other 
corporations has been most encouraging. 

“This idea of workmen’s compensation 
rather than employers’ lability is not 
a theory. The former means industrial 


ice: the latter war. It is in success- 
1 operation all over Europe and in in- 
viewing large employers in England, 


they say they are entirely satisfied with 
its operation and right now England is 
proposing to go a step further and pro- 
vide for sickness insurance as well, with 
both large political parties generally ac- 
quiescing in the scheme, although differ- 
ing as to details. 


“IT suppose no important legislative 
change or the enactment of any law 
tending to improve such conditions| 
could go into effect without some forci- | 
ble opposition, but I really thought the | 
Standard Oil Company had other im-| 
portant matters to consider right now 
without endeavoring to obstruct the 
operation of this beneficial measure, 
and would assist rather than oppose it. 

Law May Be Improved. 

“No one claims the law is perfect in! 
every detail. Our constitution makes it 
somewhat difficult to prepare a measure 
to carry into effect the object desired, 
without trespassing upon it. At suc- 
ceeding sessions of the Legislature 
where defects are found, they will un- 
doubtedly be remedied, but the principle 
of workmen’s automatic compensation | 
(rather than combat, waste and litiga- | 
tion) is right, and large employers 
should help rather than retard. 

“If it is discovered that insurance 
companies charge what is considered | 
an excessive premium for indemnity | 
policies under the new system, then 
further legislation tending to encourage | 
the formation of mutua! companies will | 
be in order. I am informed that in| 





| 
| 


| 


England domestic servants are insured | 


for a year at a cost in the neighbor- 


hood of seventy-five cents. That sounds | 


better than a lawsuit, doesn’t it? 


“New Jersey’s law might have been | 


much more drastic than it is. Some 
States are removing all the old defenses 
of the employer and not furnishing the 
harbor of refuge of stated compensation, 
so much and no more, as New Jersey’s 
act provides. 

“The only other fear I had was that 
perhaps through bad advice, after these 
defenses in court trials were to a great 
extent removed, a considerable number 
of employes might refuse to go under 
the compensation feature, but I really 
did not expect to see the employer re- 
fusing to allow compensation. 

“If, on the other hand, the employes 
as a body had refused the compensatory 
section of the act, then they would have 
been proven insincere and the act would 
very probably have been repealed by the 
next Legislature. But so far as I have 
learned the employes have realized the 


advantage of definite compensation, even | 
if not as great as some individual cases | 


might secure through a jury trial, 
have generally accepted it. 

“It seems to me the large employers 
will contribute much more to a satisfac- 
tory settlement of the question by co- 
eperating with the Employers’ Liability | 
Commission rather than adhering to the 
antagonistic action contemplated, and 
thus placing this important social prob- 
lem much nearer settlement by such co- 
operation. 


“Surely, no one will indorse the waste 
and antagonism of the past.” 


and 





On the Right Track. 





That the affairs of the Prudential 
Casualty Company of Indianapolis are 
administered with care and efficiency, 
the semi-annual statement, showing the 
financial condition of the institution on 
June 30, 1911, is evidence. With total 
assets of $797,232, the company has a 
net surplus of $150,914, a slight gain 
in the latter item since January first, 
notwithstanding the fact that meantime 
over $6,000 paid for furniture and fix- 
tures and previously claimed as an as- 
set, had been charged off, and heavy 
expense incident to establishing agen- 
cies had been encountered. The assets 
of the Prudential are of unusually high 
grade, the financial as well as the un- 
derwriting branches of the company 
being given close attention by men 
well qualified to handle the important 
interests entrusted to their keeping. 


| 
| 
| 














TIPS TO AGENTS AND BROKERS 


Nearly a quarter of a century in successfully conducting the | SURETY 
BUSINESS has made a LEADER of the 


Fidelity and Deposit Company 


of Maryland 


Place with us your ACCIDENT, HEALTH, PLATE GLASS, BURGLARY, 
AUTOMOBILE and LIABILITY BUSINESS. 
We stand for efficiency and liberality. 


EDWIN WARFIELD 
President 








HOME OFFICE: 
Baltimore 








Are you Interested in Western and Pacific Coast Insurance Matters? 
To keep posted in the above, read the UNDERWRITERS’ REPORT, published at San 
Francisco, the only weekly insurance newspaper issued West of Chicago. 
Positively unexcelled by any insurance medium in the United States for news of 
insurance in the territory extending from the Rocky Mountains to the Pacific Ocean. 
Subscription Price $3.00 Per Year 
UNDERWRITERS’ REPORT 160 Sansome Street SAN FRANCISCO, CAL. 








FIDELITY anp SURETY BONDS 
INTERNATIONAL FIDELITY INSURANCE 
COMPANY 


HOME OFFICE: 15 EXCHANGE PLACE 
JERSEY CITY, N. J. 


The only Surety Company Organized under Laws of New Jersey 











Accident 
Boiler i Disability 


Plate Glass ele Fly Wheel 


Automobile Liability and Defence 
Employers’ Compensation 
Industrial Insurance 


Casualty Company 
of America 


HOME OFFICE . NEW YORK 


Liability 














THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR SBREET 
Chartered 1874 
E GLASS 
PERSONAL ACCIDENT POLICIES 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 


DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec, 
RELIABLE AND ENERGETIC AGENTS WANTED 


LONDON GUARANTEE AND ACCIDENT CO., Ltd 
OF LONDON, ENGLAND 


Head Office _F. J. Walters 
Cc H Ic AGO Resident Manager 


Secunda 55 John Street 
F. W. LAWSON New York 
Gen’l Manager 
adiiils Elmer A, Lord & Co. 
145 Milk St., Bostor 
Resident Mers. 
-New England 











Liability, Accident, 
Health, Credit, Burglary 
and Steam boiler 











B@ablished 1869. 
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Agents, Attention! 


You are sure to be a winner if you sell the best all-around 
insurance contracts for the policy holder issued by any company. 

For particulars and up-to-date propositions in Pennsylvania, 
Indiana and Illinois, address the Western Life Indemnity’ Com- 
pany, Masonic Temple, Chicago, Illinois. 

Over $100,000.00 deposited with the State of Illinois. Net 
surplus assets $154,522.23. 


General Geo. M. Moulton, President J, L. Mitchell, General Agency Manager 


LIBERAL RENEWALS 


Security Life Insurance Company of America 


W. O. JOHNSON, President 


Over $1,000,000 of surplus. Non-participating. 
Economic low rates — high values. Splendid 
Big opportunities for men with 
Write 
S. W. GOSS, Assistant to President 
“THE ROOKERY,” CHICAGO 


DIRECT CONTRACTS - 





policy provisions. 
the work habit. 











Of course you don’t know anything about the Philadel- 

phia Life Insurance Company’s new Income Policy, nor 

the rates of commission paid upon same, or you would be 

writing this contract. 

Send for sample policy, rates of commission and also 

what contract the: Philadelphia Life will make with you. 
Write PERRY to-day. 





The Great Western Life Insurance Company 
of Kansas City, Missouri 


GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 














Maiestic Life Assurance Gompany 


(INCORPORATED) Home Offices: INDIANAPOLIS, INDIANA 
$100,000 DEPOSITED WITH INSURANCE DEPARTMENT 


F. W. KILLEN, President GEORGE J. ROGERS, Vice President 


JOS. N. FINLEY, Second Vice President R. M. AYRES, Secretary 
DR. HARRY HUBBARD, Treasurer 


Stock Salesmen and Life Insurance Men of Ability Desired 








American Central Life Insurance Co. 
INDIANAPOLIS, INDIANA 
ESTABLISHED i899 


From time to time has excellent openings in the sixteen states in which it operates, 
Energetic agents desiring liberal, permanent contracts for territory should address 


Herbert M. Woollen, Vice-President 


Southwestern Casualty 
INSURANCE COMPANY 


SAN ANTONIO, TEXAS. 


Capital and Surplus $290,000.00 


President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 








Agents wanted everywhere in the State of Texas, for 
Accident, Plate-Glass, Burglary and Bonding Lines. 














THE NEW POLICIES AND RATES ARE NOW READY 


THE STATE MUTUAL LIFE INSURANCE COMPANY 


OF ROME, GEORGIA 


Has just put on the market a most complete line of new life policies. They include 
Monthly foe ye, Guaranteed Premium Reduction and Full Premium Return Policies 
and they carry all the new features such as Total Disability and Double Indemnity. 
The rates are lower and the contracts more liberal than those heretofore issued by the 
Company. Our agency contracts are an innovation in life insurance. The commis- 
sion basis is scientifically calculated so,as to give the agent all the business will stand. 


We have Good Contracts and Good Territory for Good Men 
Apply now to C. R. PORTER, Pres., Head Office, Rome, Ga. 











Net Surplus and Capital $509,061.57 
Income 1910 - - - - 1,151,826.28 
WILL AID GOOD MEN IN 
ESTABLISHING AGENCIES 
Best Policies. 
A. E. FORREST, Vice-Pres. and Secy., 
CHICAGO 


Largest Commissions or Profit Sharing Contract 








AN AGENCY CONTRACT 
—WITH-— 


The Title Guaranty & Surety Co. 


SCRANTON, PENNA. 


is a valuable asset to any insurance office 
CAPITAL STOCK = - $1,000,000 
L. A. WATRES, President JOS. A. SINN Vice-President 
AGENTS WANTED IN UNCOVERED TERRITORY 














VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


— FOR 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
Price $10.00 per 1,000; $1.50 per 100; 90c. per bU 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $4.00 per 1,000; $2.50 per 5(0; $1.00 per 100 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $1.50 per 100; 9U0c. per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $10.00 per 1,000; $6.00 per 500; $1.50 per 100 


“A SERIES OF APOLOGIES by the ROYAL ARCANUM” 


Price $4.00 per 1,000; $2.50 per 500; $1.00 per 100 


“COUNTER CONSIDERATIONS ” 


Insurance for Property and Life 
Price $4.00 per 1,000; $2.50 per 500; 75c. per 100 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 


we are agents. 
Samples of any or all of the above sent upon receipt of 25c. 
postage. 
Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 














